al 
) 














SEPTEMBER, 1950 


FARM EQUIPMENT 


806 Peachtree St., 
Atlanta 5, iy 








Section of SOUTHERN HARDWARE 

















TILLAGE TOOLS 
... lasute EXTRA ACRES 
of trouble-free work 


Marketed under these famous 
registered trademarked brands: 


Specify “EMPIRE” built prod- 
ucts by name every time you 
order to let your distributor 
know that you appreciate the 
EXTRA ACRES of value he is 


giving your trade. 


“THE LINE WITH READY TRADE ACCEPTANCE” 


THE EMPIRE PLOW COMPANY 


1840 “In Our Second Contury of Progress” 1950 


CLEVELAND 4, OHIO 








HI-TORQUE ENGIN 
$1425* (RS) it oe wheel 





$1535* (RW) 


4-wheel Avery “’R” 
with adjustable tread. 


POWER 
PERFORMANCE 


Here’s a rare combination, seldom ob- 
tained, made possible by the new 
Hi-Torque engine. Here’s a full two- 
plow tractor with automatic Hydraulic 
Control; with Power, Performance and 
Price that turns every demonstration to 
a prospect into a sale! 

It’s the Tractor Sensation of 1950! 
With the Avery “R”, the Avery “A” and 
Avery “V”, each in a variety of types, 
Avery Dealers have a tractor to sell to 
every farmer, and a full line of imple- 
ments to sell with them. 


For easier selling and more profitable 
sales, SELL AVERY! 


For Franchise Information, write: 


$1450* (RD) acy ee 


*List Price F. O. B. factory, complete with hydraulic control, 


starter, lights, battery and loaded tires. 
\" * 
Avery “A” tractors in single, * 


dual or 4-wheel types are fast a 
sellers to medium sized farms. , # o Yg 





A“ 
a“. 


Avery “V” one-row tractor, ¥ 
fixed or adjustable treed, § 
drauvlic or lever lift implemen 























ctor, 
read, 
pleme 





NVell-equipped service 
shop keeps busy on 
equipment of Delta 
farmers who are cut- 
ting cost through ma- 


chine production of 
cotton. Below: com- 
pany-owner, Parker 
West whose _ service 


program has won loy- 
alty of area’s farmers 





repairs a big 


RE EMERGENCY 
headache in your shop? 


Parker West is no country 
doctor, but he has the prescription 
for a healthy service business that 
produces grateful patients down on 
the farm. 

Facts and figures prove it. 

The Cleveland, Miss., cotton man 
who entered the farm equipment 
field in 1935 with $975 in cash— 
and some credit which he never 


used—has been _§ service-minded 
from the start. That service in- 
cludes his community and em- 


ployees as well as the Delta farm- 
ers. 

His main desire, in entering the 
farm equipment business 15 years 
ago, was to take care of some of 
his cotton office employees during 


the slack Spring and Summer 
seasons. 

In those 15 ensuing years his 
“sideline” has produced several 


million dollars in sales of mer- 
chandise and service. The West 





EMERGENCY REPAIRS 


By Richard Lane 


cart is now pulling the horse at a 
lively pace and kicking up dust on 
the road to success. Sales current- 
ly are running 10 times the volume 
of 1935—and Parker West is no 
longer in the cotton business. 

“We were riding a little boat, 
but get a top wave,” is the way he 
sums it up. But there is more to it 
than that. 

Dealers elsewhere perhaps can 
take a page from Parker West's 
chapters on service and promo- 
tions in his book on 
salesmanship. 

West, quite modestly, will tell 
you the success of West Implement 
Co. is due in large measure to the 
organization’s teamwork and 
know-how that earned cus- 
tomer confidence. 

Mississippi Delta farmers, in the 
Bolivar and Sunflower county 
areas served by this dealer, know 
they can get emergency repairs 
day or night at not one, but two 
service shops. 

With a machine shop in addition 
to a well-equipped service depart- 
ment, West Implement Co. quick- 
ly makes to order any speciaily 
needed parts. 


aggressive 


has 


During the war, when some 
parts were scarce at times, the 
West machine shop proved its 


worth many times by keeping old 
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tractors and farm machinery run- 
ning to turn out bumper crops 
Even now, with no shortage of 
parts, the machine shop remains 
busy turning out special orders. 

Let Parker West tell about his 
service setup: 

“We operate a lot like a docto1 
since we have eight tractor me- 
chanics, four implement mechanics 
and two machinists to diagnose the 
trouble and provide the remedy 

“In this connection, we still get 
a chuckle out of an incident that 
happened some time ago. 

“A negro farmer, in trouble at 
the busiest time of the year, came 
to town late one evening after we 
had closed the shop. He was 
directed to my home, finally 
reached the neighborhood, but 
had some difficulty finding the 
house in the dark. 

“At last, in desperation, he be- 


gan shouting up and down the 
street; 

“*Ah wants de tractor doctor— 
quick!’ 


“Incidentally, we have a large 
number of substantial negro farm- 
ers on our customer list. They are 
good customers, and we value their 
business. We have the names of 
more than 100 negro landowners 
on our books. Also, four of our 
30 employees are negroes. Two of 
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At left is the West Machine 
Shop, which is housed in a 
separate building and is 
equipped to make any special- 
ly needed parts. Below: in- 
terior of shop showing special 
machinery which during the 
war years played a vital role 
in keeping farm equipment 
operating 








them—in our stock room—are Al- 
corn College graduates. The other 
two are delivery men who have 
compiled fine records for safe 
driving. 

“Our shens serving farmers are 
cempletely different and separate. 

“The service department—or 
‘A’ Shop as we call it—is in our 
main building at Sharpe Avenue 
and Sunflower Road, while the 
‘B’ Shop is the West Machine 


Shop, located just east of Highway to suit his particular needs, and have seven service trucks to help 


61 on Highway 8. The machine then have the machine shop turn speed operations throughout our 
shop is equipped particularly to it out quickly to his specifications. territory.” 
give emergency work of special “Much of the machine shop Parker West made the transi- 
nature. work now is devoted to draglines, tion from cotton office to imple- 
“H. K. Brewer, a skilled machin- steam shovels, ditch diggers and ment dealer about the time the 
ist, is in charge of the machine other heavy equipment. Mississippi Delta was converting 
shop which has the necessary “We still make pa:ts for farm from mule to tractor. That helps 
lethes and other machinery for machinery where time is impor- explain why the firm was able to 
_recision work. tant and the new part is not in ride the top wave with an amaz- 
“It is not unusual for a farmer stock. Of course, we prefer to re- ingly small volume of capital 
to come in with an idea for some place the part with a new factcry- The company’s territory covers 
special equipment he has devised made one wherever possible about 2500 square miles, although 
“We have always impressed there is no well defined boundary. 
farmers with our willingness to Its customers range from _ the 


department, with Luper Cole as __ tract. 


farm equipment rolling. And we (Continued on page 123) 


/HN DEERE 
NeSSR 





Above, this mechanic has 
ecuipment available in ma- 
chine shop for precision work. 
Emergency repairs of an un- 
usual nature are a _ specialty. 
Right: Theodore Saindor, Lup- 
er Cole and Clayton West look 
over a new combine 
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give 24 hours service. Our service 4,000-acre farm to the 40-acre 


manager, is equipped to keep all It has an up-to-date mailing 
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From melting pot 
fo precision part 
in less than a minute! 


A report to you about men and machines that 


help maintain International Harvester leadership 


IH researchers, using die casting techniques, 
have developed a way to make cotton picker 
dofter disks while you count ten. This modern 
manufacturing method eliminates stamping, 
machining, welding, and other costly opera- 
tions. But reducing production time and labor 
costs aren't the only dividends. 

These lighter die-cast doffers, which remove 
cotton from the picking spindles, reduce the 
weight of the picking drum. This improves the 
performance of the McCormick cotton picker. 

Seeking ways to give the farmer better equip- 
ment for less money is a full-time job for hun- 
dreds of men at International Harvester. Prog- 
ress has the green light even when it means buy- 
ing costly new tools and developing new man- 
ufacturing techniques to improve a machine 
that’s already a leader. 

That's why products wearing the IH trade 
mark are world-famous for their outstanding 
field performance and extra value. 


Developing Die Casting Techniques 
at IH Manufacturing Research 


] The molten aluminum alloy in this ladle is the 


makings” for a complete cotton picker doffer disk. 


Loading the die casting machine takes only a few 
seconds. Production machines are self-loading. 


Precision parts in seconds. Hydraulic pressure 
forces molten metal into the cavity of the die. A 
doffer disk is formed while you count ten. 




































International Harvester Builds McCormick Farm Equipment and Farmall Tractors .. ° 


Motor Trucks. . ‘ Sigerk Crawler Tractors and Power Units . e2 Refrigerators and Home Freezers... 


INTERNATIONAL HARVESTER 


Chicago 1, Illinois 




































Below, before leaving on a 
sales trip, this outside salesman 
receives “prospect memo” from 
office employee. Salesmen sel- 
dom have to approach prospect 

“cold” “ 


They Know Their 
SALES POTENTIAL 


By Ress Holman 





N UP-TO-DATE prospect list ef- 

fectively maintained through 
constant personal contact with 
customers is an important key to 
current and future sales _ for 
George Crenshaw, an equipment 
dealer in Shelbyville, Tenn. 

Crenshaw’s prospect list actual- 
ly is divided into three distinct 
sections, each list having customer 
information useful in_ various 
circumstances. 

For example, if Crenshaw de- ee 
sires to make farm-to-farm calls 
on prospects to explain generally 
how easier, more profitable opera- 
tions can be achieved through new 
equipment, he has a printed form 
available for listing each farmer 
he has talked with and the type 
of equipment for which the farmer 
expresses a need. 

Secondly, when Crenshaw has 
certain machinery in his inventory 
to which he wishes to devote _ 
special selling effort, he has (cree 
available a second list of prospects . 
whose names are recorded under 
the specific implements they need. 
For example, when haying season 
arrives, Crenshaw has only to turn 
to the page headed “Balers” to 
find the names of prospects. Other 
pages in this list contain the names 
of farmers who are prospects for 
tractors, milking machines, etc. 

Still, these two lists don’t fill 
completely the selling needs of 
Crenshaw and his salesmen. The 
owner pointed out that when a 
farm prospect hints that he may 





PROSPECT FOR 
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ANOTHER DEMONSTRATION 


" OW ONE CASE * “We have been Case users and have influenced several farmers to 
“ buy Case machinery—latest of which is a farmer near us who needed 
a new tractor. He had ordered a * * * for fall delivery. After I 


SELLS ANOTH ER” heard about it I talked to him, pointing out that the Case would be 


better as the transmission bearings could be adjusted from the out- 
side, the engine bearings were better, easy on fuel, and all-around 
dependability.”—H.S.G. 


@ Nothing sells like demonstrating—and demonstrations have double force when 
backed up by the testimony of neighboring users. Case dealers have machines that show 
outstanding performance when demonstrated. Those same machines in the hands of 


customers prove their economy and endurance. On their record, Case machines create 
customers who are proud to tell their experience to other farmers. Some, like the 
farmer quoted above, go out of their way to influence their neighbors. 

Faced with the need to cut down expenses, farmers find new meaning in the oft- 
demonstrated saying that “It Costs Less to Farm With Case.” And in the revival of 
aggressive selling, Case dealers find renewed significance in the fact that “One Case 
Sells Another.” Coupled with consistent sales activity and competent service, it gives 
the Case dealer a definite advantage in an era of competitive selling. J. I. Case Co., 


Racine, Wisconsin. 

















need a combine to harvest crimson 
clover, he doesn’t always close the 
deal immediately. Frequently, the 
farmer buys the unit only a short 
time before the crop is ready to 
harvest. To meet this problem, 
Crenshaw has a third form on 
which the “maybe” needs of each 


prospect are listed by probable 
future intentions. These dates 
may range anywhere from a 


month to a year from the date of 
entry, but each is carefully fol- 
lowed up as the proper season of 
the year comes around. 

This three-way prospect list 
eliminates much leg work and lost 
motion in leading prospects to the 
dotted line. 

Unlike many other dealers who 
have built up prospect lists by 
making complete farm surveys, 
Crenshaw builds his list alto- 
gether from the names of the 
farmers he and his employees con- 
tact in the field or in the modern 
building into which the firm has 
just moved. These farmers, he be- 
lieves, are better prospects than 
those whose names are obtained 
in a blanket survey. 

Many names and prospective 
needs of farmers are gathered, of 
course, from satisfied Crenshaw 
customers who mention neighbors 
or friends who have expressed in- 
terest in a certain machine. But 
Crenshaw utilizes another name- 
gathering technique. He keeps on 
hand one of the most complete 
displays of farm implements of 
any dealer in his section and in- 


George Crenshaw, left, takes 
time out to have a soft drink 
with a prospect. Any informa- 
tion that Crenshaw learns 
about this farmer's present or 
future needs immediately is 
recorded in prospect list 
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a 
USED MMC HINE 


Left, employee checks card index file of new and used 
machinery. Cards are divided into “solid” and “unsold” 
section and give all pertinent data concerning a unit 


INVENTORY 








his store 
place while in 
town. In his display room he 
has a number of comfortable 
chairs which farmers are urged to 
use for relaxation and time-kill- 


farmers to make 


their gathering 


vites 


ing. 
“Some dealers don’t like loaf- 
ers,” explains Crenshaw, “but I 


encourage customers to gather in 
my store. Even if they don’t plan 
to buy a thing, when they come in 
and take their seats they are the 
finest prospects I have.” 

In designing his new building 
Crenshaw planned one of the 
most spacious display areas of any 
dealer in his trade territory. In 
it he keeps the most popular 
models of every major implement 
and appliance. Half the front sec- 





tion of his display room is given 
to a neat arrangement of re- 
frigerators, freezers, ranges and 
other home appliances. The other 
half is made up of neatly spaced 
tractors, combines, corn planters 
and other machines. 

Each visiting farmer, as he sits 
down to rest in the Crenshaw 
store has spread out before his 
eyes an exhibit as attractive as 
any he would find in the farm im- 
plement displays of a state fair. 

When a visiting farmer begins 
showing special interest in some 
unit, Floyd Bennett, the store 
salesman, approaches the prospect 
and points out the most appealing 
labor-saving features. 

“We don’t pressure any of these 

(Continued on page 116) 
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Soil erosion steals many a farm 
right from under the owner’s nose. 
Precious plant food floats away when 
January thaws unbandage bare land. 
Spring rains nibble little gullies on 
unprotected slopes. Summer thunder- 
storms cut deep tracks between corn 
rows that follow the slope. 


As the years go by, crops grow a 
little shorter on the hilltops; yields 
lag behind those of the neighbors; 
profits sink lower and lower. So 
stealthily does soil erosion work, 
however, that many farmers don’t 
become concerned until it’s almost 
too late to save the old home place. 


Fortunately, abused, eroded land 
can be coaxed back into profitable 
production. Better crop rotations, 
contour farming, strip-cropping, and 
many other soil-saving practices have 
been developed by our agricultural 
experts. John Deere and other farm 
implement manufacturers are pro- 
ducing machines that make the appli- 
cation of these new methods both 
practical and profitable. 
6c: wen Why not join hands with your local 
—_ oA Bictn pr ea agricultural advisers? By pooling your 
wea knowledge and experience, you can 

serve your neighbors and help to safe- 


bpaggeX ~s a : guard America’s future by curbing 
“‘e, ~ soil erosion in your community. 


<> 7 , 
Z. 3 
Mei» : No Xe 4x 
youn DEER; 


JOHN DEERE - MOLINE ¢ ILLINOIS 
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Bill McCracken, the company’s 

repairman - salesman, assists 

farm customer in the selec‘ion 

of a tractor part. Truck has 

bins along sides for storing 
parts 


Sales Promotional 
Pian Offers Farmers 


**DOOR-TO-DOOR” 
SERVICE 


COMPLETELY equipped serv- 
A ice and parts truck is chang- 
ing a serious merchandising prob- 
lem into an added source of good- 
will and profit for the Columbus 
Tractor Company, Columbus, 
Miss. 
The firm serves both Lowndes 


County, Mississippi, and Pickens 
County, Alabama. Because of the 
many miles separating his Ala- 
bama customers from the store in 
Columbus, owner John M, Kaye 
had been unable to derive full 
benefits from these accounts, was 
in danger of losing possible re- 





Here, McCracken works on a tractor starter in the company’s “rolling 
repair shop.” Note that the top of the truck slides back several feet 
allowing the operator to stand erect while performing repair service 
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dealers in 
none too 
for 


rival 
was in 
good a position to compete 
existing business in that area. 
His parts and service truck now 


sales to 
and 


peat 
Alabama, 


enables him to bring both the 
services of his shop and his store 
to the farmer’s door. The truck 
follows prescribed routes, visiting 
each customer at monthly or semi- 
monthly intervals, affording Kaye 


valuable, periodic contacts with 
farmers. 
But parts sales and_ service 


alone are not the function of the 
truck. Kaye has schooled operator 
Bill McCracken as a combination 
implement repairman - salesman, 
and he is expected to explore 
every possible opportunity for 
equipment and accessory sales at 
each stop. McCracken works un- 
der a profit-sharing plan in which 
he receives a part of all labor 
charges and a percentage of the 
profits from parts and implement 
sales. 

A 3%4 ton pick-up, the sales and 
service truck is fitted with a 
special body containing standard 
parts bins and a “shop” section ac- 
commodating tools, portable weld- 
ing equipment, vises, sparkplug 
cleaners, an air hose, portable 
motor analyzer, and miscellaneous 
equipment. These units are op- 
erated from a power take-off on 
the truck. A _ factory-trained 
mechanic, McCracken needs only 
to remove necessary tools and 
equipment from the truck to set 
about repairing defective farm 
machinery. 

Farmers are charged on a parts 
cost plus labor basis in the same 

(Continued on page 120) 
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ice 
he | and laundry equipment! 
om Selling products that bring the customer back for Fairbanks-Morse dealer contracts now? Send for the 
re additional sales builds profitable, substantial business- | outstanding merchandising book of the year, “By- 
for es. That’s why Fairbanks-Morse products are as pop- words for Quality —Synonyms for Success”! It tells 
at ular today as at any time in the 120-year history of how you can have one of your biggest years by selling 
v4 this pioneer American manufacturer! the entire Fairbanks-Morse Line! 
ov For example, the installation of a Fairbanks-Morse 
he water system opens the way for sales of other a) 
ont Fairbanks-Morse water service and laundry equip- FAIRB AN KS-MoORSE , 
ment— water heaters and softeners, washing machines, 
nd and ironers. Thus, you profit not just for today but a@ name worth remembering 
r for years! DIESEL LOCOMOTIVES AND ENGINES - ELECTRICAL MACHINERY + PUMPS 
$c. . . CAR 
“~ Why not get all the facts about the profitable cscs iaiiiat a nae ee eee 
ld- 
ug (~~ _ 
ble = isin “ 
Jus fe Set up a display like 
Re ee vo ae eee — = ¢ 
oP | | e————— ¢ | this one in your showrooms ! 
on | a This piping display shows your prospects 
ed | how the complete Fairbanks-Morse line of 
ily | g iJ water service and laundry equipment 
nd | would look installed. Dealers say it is one 
) t — of the best selling ideas they've used in 
on iif years. It helps you sell one—-any one— 
~ oe a product, and provides buying ideas for the 
= a future! Try it. If you lack any of the units 
rts oer ited shown, order now. 
me a a 
50 
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You'll make more money 


complete line of water service 























































































HE EMPHASIS is on display at 
the Arrington-Coleman Im- 
plement Co., Morrillton, Ark., 
which uses specially designed dis- 
play areas to good advantage in 
holding old customers and at- 
tracting new business to the firm. 
The long white building that oc- 
cupies a prominent corner on a 
street back of the main retail 
shopping center has come to be 
headquarters for a large per- 
centage of the area’s farmers who 





have discovered that the firm’s 
slogan—Always Welcome—really 
has a meaning. 

“We feel that we would lose 


much volume if we depended too 
strongly on field demonstrations 
alone to win good will and close 
sales,” said E. M. Coleman. “We 
hold planned field demonstrations 
regularly. But we want volume 
every day from the show room 
that we built specially to serve all 
the farming needs of our 
tomers.” 

The variety of items on display 
actually gives the farmer a one- 
stop service and these items such 
as oil and grease, special seed for 
hill farmers and other specialty 
items account for much extra vol- 
ume. 


cus- 


“Selling farm machinery isn’t 
done in one contact,’ Coleman 
pointed out. “We offer side-line 


services in the show room that at- 
tract the same customer often.” 
He pointed to the effective dis- 
play of hybrid seed corn 
arranged on an island dis- 
play close to the parts de- 
partment. Other types of 
seed on display serve to 
impress the farmer that 
the company is a one-stop 
implement and farm store 
But perhaps most effec- 
tive is the design of the 
building itself, the front of 


100 


plays 
customers, this company makes maxi- 


play 


a 


DISPLAYS 
PAY Orr! 


= = 


=) 
eee | 


7a ew FERGUSON 


MORE POWER... more SPEEDS 


TRACTOR 


GREATER Fury eC 


ONOMY 


Top: Special design of the building affords a ten-foot sidewalk display 
for used implements. The oil and grease display in the parts counter 
are among the specialty items that have been a good source of profit 


which is set back 10 feet providing 
an open “show case”’ and room for 
demonstrations that cannot be 
given practically in the interior 
show room. This outside display 


area is used also for displaying 
used and_ reconditioned imple- 
ments. 


“We feel that anything that aids 
demonstrations and direct selling 
from the floor is a volume-build- 
er,”’ said Coleman 

In the inside 
room, tractor maintenance schools 
are conducted These schools. 
which are sponsored by the 4-H 
club and the extension service, at- 
tract many farmers 

Coleman and his 


company’s show 


partner, T. J 


Recognizing the importance of dis- 


in attracting 


mum use of specially designed dis- 


areas for all 


and holding 


merchandise 


Arrington, swing in whole-heart- 
edly behind any program designed 
to help the farmer. They take ac- 
tive interest in the current bette! 


pasture program, and link their 
outside activities with service in 
the store. Farmers often come in 


and ask for specific information on 
building improved pastures 

The soil conservation program 
initiated years ago, receives active 
support every day Terracing 
equipment is featured in displays 
of equipment and printed informa- 


tion. At regular intervals field 

demonstrations are arranged for 

farmers who first became in- 

terested in soil conservation by 

visiting the farm equipment show 
room. 

“A show room should 
also be a sales room,”’ de- 
clared Coleman. “Paying 
particular attention 10 
services which attract 
more farm traffic shows 


results in more sales 

He pointed out a special 
display corner he had ar- 
(Continued on page 108) 
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ALL-PURPOSE 


POWER 


FOR PROFIT 


FULL 
2-PLOW 140 
: . FEWER 
ENGINE 
_ PARTS 


(MinneAPotis-MOLIN 


Vi tM 


MODERN MACHIN 









— “e v Awe 


RUGGED VISIONLINED MODEL R’s 
... profitable performers on any farm! 


Whether your customers need one tractor or five, you can be 
mighty sure an all-purpose Visionlined Model R fits their 
production method. 








For seed bed preparation, cultivating, harvesting, haying 
... in fact all farm power jobs, the Model R gives handy, eas- 
ily controlled, low-cost power. 


Four smooth forward speeds, easy automotive steering, 
hand-operated clutch, balanced weight, quick-acting disc- 
type brakes and the best possible visibility combine to make 
the Model R one of the easiest tractors to operate under all 
field conditions. Rear wheels are readily adjustable from 52 
to 88 inches. 


The Model R is built better throughout to perform de- 
pendably, to last longer. Heavy-duty 4-cylinder engine has 
140 fewer parts than most valve-in-head engines. Simple en- 
gine construction makes inspection and servicing easier. 


Demonstrations make sales. Sell Model R for profit. 





UNI-MATIC POWER 


gets more work done every hour. MM’s new hy- 
draulic control mechanism raises, lowers and con- cs 
trols farm implements with finger-tip ease. Per- 
mits pre-selecting or changing tool depth or 
height of cut. Safe, easy-to-use, reduces fa- $9) 
tigue. Optional on MM Models R, Z, U and aeietg 
G Visionlined Tractors. . 


QUALITY CONTROL IN MM FACTORIES ASSURES 
DEPENDABLE PERFORMANCE IN THE FIELD 


| MINNEAPOLIS-MOLINE 


MINNEAPOLIS 1, MINNESOTA 
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New A-C Tractor Branch 
Office Begun in Atlanta 


ORK has-been started on the 
W new $350,000 Allis-Chal- 
mers tractor branch office in At- 
lanta, Ga., according to W. A. 
Roberts, executive vice president 
of the company in charge of the 
tractor division. 

The structure is expected to be 
completed around January 1, 1951. 
The new office is designed to keep 
pace with expanding southern 
agriculture and according to Mr. 
Roberts, “expresses Allis-Chal- 
mers complete confidence in the 
South’s progressive temp.” 

Some 60,000 square feet of office 
and warehouse facilities will house 
and distribute tractors and imple- 
ments shipped from five Allis- 
Chalmers tractor plants, including 
its new Gadsden, Ala., works. 

One of the most popular features 
of the new Atlanta branch office 
will be its large sound-proof dis- 
play room, completely equipped 
with built-in movie projector, The 
room is designed also to accommo- 
Gate any piece of A-C tractor 
equipment, including its new 2- 
row cotton picker, the largest agri- 
cultural product built by the com- 
pany’s tractor division. 

The new building will be located 
on eight acres of land in the 
Chamblee area on Peachtree In- 
dustrial Blvd. 


Farmers Tool Introduces 
New Easy Pull Hoist... . 


ARMERS Tool and Supply Corp., 
4615 Washington St., Denver 
16, Colo., has introduced the new 
Easy Pull hoist, which is said to 
pull, lift, stretch, drag, draw or 
hold, and to lift a dead weight of 
1,000 pounds. The cable is tested 
to a 1,700 lb. strain. 
Easy Pull is said to hold secure- 
ly at any desired point, with re- 
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Left, new Allis-Cha!- 
mers tractor branch of- 
fice now under construc- 
tion in Atlanta, Ga. It 
will occupy eight acres of 
land in the Chamblee 
area on Peachtree Indus- 
trial Blvd., and will con- 
tain 60,000 square feet of 
office and warehouse 
facilities. Work is ex- 
pected to be finished 
around January 1, 1951 
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“Checking out” the first of Oliver’s Model 4 corn pickers is H. C. Wolsey, 
left, assistant chief engineer; Huch Wallace, assembly line foreman, 
driver’s seat; and Bert J. Noakes, assistant plant superintendent 


lease action smooth and easy. 
Built on the gear and worm 
principle, its parts are grease 


packed and are of the finest steel 
and malleable cast iron, it was an- 
nounced. 

Heavy-duty, non-corroding Oil- 
ite bearings are accurately fitted 
into the hard aluminum housing. 





Model 4 Corn Picker 
Added to Oliver Line 


EWEST addition to the farm 

machinery line of The Olive: 
Corporation, 400 West Madison St., 
Chicago 6, Illinois, is the direct- 
mounted Model 4 corn picker 
Manufactured at the company’s 
Battle Creek plant, the new model 
rounds out the Oliver corn picke! 
line. 


On the market are the Oliver 


one-row pull-type picker, intro- 
duced in 1947, and the two-row 
pull-type, first in the line and 


placed on the market in 1935. Full- 
scale production on the Model 4 
started June 29. 

Streamlined in appearance, 
easily mounted, and hydraulically 
raised and lowered, the experi- 
mental models were tested in the 
corn belt states of Indiana, Illinois, 
Nebraska and Ohio. Designed to 
harvest modern high-producing 
hybrid corn, where yields reach as 
high as 100 bushels to the acre, the 
Model 4 is said to be capable of 
harvesting 20 acres a day. 
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LETS FACE FACTS / 


It is not by mere chance that Roderick-Lean Farm Implements or the Harvey 
“Red-Hed” line enjoy the confidence and loyalty of farmers from coast to 
coast. These products have “won their spurs” by doing their jobs better . . . by 
paying real dividends in time, and labor saving wherever they are used. 
Is it any wonder the name, Farm Tools, Inc., rates so highly with your 
trade? What does this mean to you? Prestige building sales . . . plenty of 
repeat business . . . minimum of sales resistance . . . real profits . . . and 
these are facts you cannot afford to overlook. Why not see your nearest 


Farm Tools, Inc. distributor right away. 
Kodcrichileat, 


WAGON BOX UNLOADER 



























TRACTOR DISC HARROW 










HARVEY HARVEY 
"“Red-Hed” “Red-Hed" 
i HARVEY CORN SHELLER FARM 





ELEVATOR 4 





a. Write Farm Tools, Inc., for name and ; Heme Office 
address of nearest Farm Tools, Inc., Farm ( FARM TOOLS. ING. ) 
“ACINE LINES Implement and Harvey Line Distributors MANSFIELD oHIO 
sr 
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I-H Adds Two New Home 
Freezers to Lime ..... 


NTERNATIONAL Harvester Co., 

180 N. Michigan Ave., Chicago 
1, Ill., has added two new home 
freezers to its line, bringing to 
three the number of new models 
introduced since the middle of 
June. 

The newest models—an 11.1- 
cubic-foot freezer that stores 389 
pounds of frozen foods, and a 15.8- 
cubic-foot model that stores 553 
pounds—are now being shipped to 
dealers, according to T. B. Hale, 
vice president in charge of general 
sales. 

Like the 7-cubic-foot model in- 
troduced in June, Models 111 and 
158 include overall sub-zero fast 
freezing on all interior surfaces, 
hermetically-sealed refrigerating 
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International Har- 
vester’s new 15.8 
cubit ft. home 
freezer, which 
stores 553 lbs. of 
frozen food. This 
unit, Model 158, has 
more than 33 sq. ft. 
of fast . freezing 
area. The “Diffuse- 
O-Lite” turns on 
automatically when 
the lid is raised 


system with no fan to cause noise 
and vibration, and a new arrange- 
ment of condensing coils that does 
away with excessive moisture on 
the cabinet exterior. 

Freezing coils passing around 
the entire inner liner and under 


the entire liner floor provide 
Model 111 with more than 26 


square feet of fast-freezing sur- 
face, and Model 158 with more 
than 33 square feet, it was an- 
nounced. 

Both models have the hermetic- 
ally sealed one-four horsepowcr 


Tight- Wad refrigerating unit, 
which is said to feature low- 
operating costs. There are no 


flared connections from unit to 
coils. All connections are her- 
metically sealed and welded. A 
metal five-year warranty is at- 
tached permanently to the cabinet 


International MHar- 
vester’s new 11.1 
cubit ft. home 
freezer, Mode] 111. 
The unit stores 389 
pounds of frozen 
foods. There are 
more than 26 sq. ft. 
of fast-freezing sur- 
face in the unit. 
Fast freezing along 
all interior walls 
and on the floor 
means more _ food 
can be frozen at 
one time 


Steel wire baskets—two in 
Model 111 and three in Model 158 
—are included for storing frozen 
food packages near the top of the 
freezer. Two metal compartment 
dividers are firmly anchored. 

Two coats of white enamel are 
baked on over a Bonderized sur- 
face, and this finish will not peel, 
chip or crack, and it resists cor- 
rosion, it is claimed. The re- 
frigerator-type lid is self-latching 
and will remain open without 
braces. 

Model 158 is equipped with a 
Zero-Larm bell, which gives an 
automatic warning if current fail- 
ure causes the temperature inside 
to rise. Model 111 has the alarm 
contacts, for field installation of 
the bell. 





Owatonna Offers New 
Grip-O0-Matie Pullers . 


WATONNA Tool Co., 368 Nerth 
Cedar St., Owatonna, Minn., 
is now marketing the new OTC 
Grip-O-Matic pullers, which are 








& 
said to have a patented gripping 
feature, thin jaws, and_ great 
strength. They are recommended 
for uses from ignition and elec- 
trical work to heavy maintenance 
jobs in large industrial plants 

Each size is automatically ad- 
justable to a wide range of appli- 
cations made easy by the linkage 
arrangement. They are safe, w 
not slip off the work, and the 
Power-Pitch threads on the forc- 
ing screw provide 32 percent more 
power than the conventional V- 
type thread, it is claimed 

There are 14 sizes of Grip-O- 
Matic pullers in both two-jaw and 
three-jaw types, ranging from 3 
inch to 36 inch reaches. 
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Saleability is a built-in feature of Planet WwW The Complete 
WN : qe 


Jr. specialized equipment for farmers 
and gardeners. Here’s why: Planet Jr. 
equipment is designed and built by 
men who really know the grower’s 
needs. There you have the reason why 
the world over Planet Jr. spells quality 
and service. 




















Planet Jr. Line 
includes: 
Planet Jr. Garden Tractors: 1'/2,2'2,5 H.P. 


Planet Jr. Tractor Attachments for plow- 
ing, discing, seeding, fertilizing, cultivat- 
; ing, lawn mowing, field mowing, hauling, 
Planet Jr. is the only manufacturer 


offering a complete line of practical and 
specialized equipment for many crops 
and different types of soil condition. 
Help your customers do better work 
with less effort...help yourself to 
more profitable business . . . feature 
Planet Jr. 


A 


= 


snow plowing. 


Specialized equipment for use with gen- 


eral purpose tractors. 
Planet Jr. Planetized Tillage Steels. 


Single and Double Wheel Hoes... 
Combination Wheel Hoes and Seeders ... 
Fertilizer Distributors. 


) 


S. L. ALLEN & CO., Inc. 
3421 North Fifth Street Philadelphia 40, Pa. 
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Ferguson Introduces New 
Belle City Corn Picker. . 


ARRY FERGUSON, Inc., 3639 E. 
J Milwaukee Ave., Detroit 11, 
Mich., has introduced to its line 
of farm implements the 1950 Belle 
City Corn Picker, which is said to 
feature more than 30 new im- 
provements, including the instal- 
lation of Ferguson System hy- 
draulic control. 

The hydraulic control system 
enables the operator to raise and 
lower gathering points by a simple 
movement of the Finger-Tip Con- 
trol lever on the tractor. 

Another feature of the corn 
picker is the positive jaw-type 
clutch on the wagon elevator, 
which is easily adjusted and pro- 
vides a quick positive device for 
disengaging the wagon elevator 
drive on sharp turns to prevent 
loss of corn, the manufacturer 
pointed out. 





Tangen Power Take-Off 
Eliminates V-Belt Drive 


OBILE PowER, Inc., Box 997, 
Lansing, Mich., has intro- 
duced a new top-mounted power 
take off, which is said to eliminate 
the need of a conventional V-belt 
drive. Known as the Tangen, the 
new unit has been tested under 
working conditions for the past 
five years. It is direct-connected to 
the vehicle engine, operating at 
full efficiency whether vehicle is 
in motion or stationary. 
Speed is governed by crankshaft 
speed without relation to trans- 
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mission range. It delivers 98 per- 
cent of engine torque transmitted 
direct from main drive gear. 

The unit is easily installed and 
becomes an integral part of trans- 
mission without affecting driving 
mechanism, it is claimed. 

The Tangen is said to transmit 
the full rated power of the truck 
engine for operating generators. 
pumps, air compressors, silage 
cutters, mobile cranes, sprayers, 
grinders, etc. 





Oliver Announces New 
Orchard, Grove Models 


HE OLIVER Corp., 400 W. Madi- 
T son St., Chicago 6, IIl., recent- 
ly introduced the newly-designed 
Oliver Orchard and Grove 66, 77, 
and 88 model tractors. Outstanding 
features announced by the com- 
pany are less height than before 
more streamlining, and dual op- 
erating choices, either from _ the 
rubber spring seat or the con- 
venient draw-bar platform. 

Products of Oliver’s Charles 
City, Iowa, plant, the modern 
Orchards and Groves are available 
powered by either the 4 or 6 
cylinder Oliver-designed engines 
Additional features include the 
streamlining improvements, with 
radiator, wheels and fenders cov- 
ered or carried under the hood; 
compact controls; maneuverabili- 
ty; high efficiency of engine and 
drive; accessibility to parts; and 
the special design created to de- 
crease the possibility of costly tree 
injuries and broken branches 
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._ | What can the Proof-Meter do about 
ut 
ck . 
« | delivering bett T.0 f ee 
: | delivering better P.T. 0. performance 
rs, 
li- é 
it- 
oy A surprising Selling Point...and Ford Tractor 
” dealers can make a convincing demonstration 
n- on it to Farmers Everywhere ! 
e 
=e P.T.O. work furnishes the stiffest test there is of 
7 a tractor’s power and flexibility. The tractor has 
ne two jobs to do—furnish power at the drawbar to 
i- pull the implement and perform as a stationary 
engine to drive the implement. 
es The tractor-operator of a P.T.0.-driven machine 
n must select the best gear in which to operate and 
make a throttle setting that will give the recom- 
le mended P.T.O. speed. To get the right combination 
6 of right ground travel speed and recommended 
iS. P.T.O. speed calls for “a bit of doing.” 
1e It’s right here that the Ford Tractor shines on 
th P.T.O. jobs. The Ford Tractor engine has plenty 
x4 of reserve power and quick governor response, 
ia while the constant mesh 4-speed transmission 
d: enables the operator to select the proper gear for 
a any condition. 
id Couple these basic advantages of the Ford Tractor 
1d itself with the new Proof-Meter and you have all 
the requirements for more efficient P.T.O. oper- 
e- ation. The Proof-Meter shows the farmer where 
pe to set his throttle to get the correct P.T.O. speed 
while rolling and under load. Then, if his travel 
speed is too fast or too slow, the Proof-Meter tells 
him that—and he can shift to a different gear, cut or 
increase travel speed and again adjust throttle to get 
the proper P.T.O. speed. No guesswork at any time! 
So the owner of a Ford Tractor with the new 
Proof-Meter gets even better performance from 
his tractor; better work from his P.T.O. implements. 
Where can you find a farmer who wouldn't like that? 
This is just one small part of the “Proof-Meter 
Story”—of how the Proof-Meter can help to make 
the performance of a great tractor even greater. 
And only the Ford Tractor has the Proof-Meter. 
DEARBORN MOTORS CORPORATION 
DETROIT 3, MICHIGAN 
PY RIGHT DEARBORN MOTORS CORPORATION 
t 
ONE OF THE GREAT CONTRIBUTIONS TO TRACTOR 
OPERATION..AND ONLY THE FORD TRACTOR HAS IT! 
. 
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Woodmanse Introduces 
Aqua-Queen Water System 


OODMANSE Manufacturing 

Co., Freeport, Illinois, has 
introduced the new Aqua-Queen, 
a new, compact, automatic water 
system for installation in kitchens, 
utility rooms and basements. 

There are no exposed belts, pul- 
leys or shafts to injure children or 
pets, and only the motor extends 
above the white enamel tank. 

Said to be quiet in operation, the 
Aqua Queen is installed inside the 
tank where operating noises are 
muffled and confined. Compact, it 
can be installed in any space 18 
inches in diameter and 25 inches 
high. 

Ease of installation is said to be 
another feature of the Aqua- 
Queen. It may be plugged into any 
electric outlet and requires only 
two pipe connections to provide a 
completely automatic home water 
system, it was announced. 





Displays Pay Off! 


(Continued from page 100) 

‘ ranged for galvanized grain bins, 
which are proving to be unusually 
popular and are profitable to 
handle. Because the bins come 
knocked down, for easy setting up 
on the farm, they are not practical 
for setup display on the floor, 
which must be cleared frequently 
for maintenance school meetings 
and other special gatherings. 
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» 
The new  Aqua- 
Queen automatic 
water system for 


installation in kitch- 
ens, utility rooms 
and basements. Only 
the motor extends 
above its enamel 
tank, with no belts 
or pulleys to injure 
children or pets. 
The Aqua-Queen is 
manufactured by 
Woodmanse Mfg. 
Co. 


Displays for the bins are made 
up of printed literature and signs, 
placed where the farmer, sitting 
in the smokers’ corner, can see 
them. Often Coleman hands a 
farmer a folder to read while he 
smokes and rests. 

Thus this item, which in itself 
has few display features, has 
turned into a fast seller, especially 
the smallest junior size, which 
holds 1,000 bushels. Selling at $292, 
the bin is eligible for a purchase 
loan. 

“Encouraging the farmer to use 
the store as his headquarters aids 
sales on small and large items and 
also on service,’ Coleman con- 
cluded. 

Many a field demonstration de- 
velops from contacts made with 
farmers who come to the friendly 
show room for the oil and grease 
that are given continuous promo- 
tion. 

It takes that field demonstration 
usually to sell tractors, but the 
show room and its multiple serv- 
ices, planned to attract and hold 
the farmer, are behind most of the 
final transactions. 





F&W Issues Catalog on 
Power Pumps, In Color 


LINT & WALLING Mfg. Co., Ken- 
dallville, Indiana, has issued 
a new general catalog in full color 
on power pumps. It illustrates the 
complete F&W line of centrifugal, 





jet and piston pumps, both deep 
and shallow well, with a complete 
accessories section. 





Ernst Succeeds Liebert as 
A-C Plant Works Manager 


uco W. LIEBERT,' general 
H works manager of six tracto: 
division plants of the Alli 
Chalmers Manufacturing Co., re- 
tired from active service with the 
company June 30, 1950, after hav 
ing recently completed 43 years 


service. 

Mr. Liebert progressed through 
various supervisory positions until 
his appointment as general works 
manager in 1942, and has made 
many contributions to the success- 
ful expansion of the tractor divi- 
sion’s nation-wide manufacturing 
operations. 


Pe 
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hee’ 


H. Liebert 


John Ernst succeeds Mr. Liebert 
as general works manager. Mr. 
Ernst joined the company 33 years 
ago and has served as a tool and 
die maker and risen through vari- 
ous supervisory posts to that of 
assistant general works manager 
of all tractor plants. 





John Ernst 
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The Dairyman with the ata The Smaller Herd Dairyman 
Larger Herd who wents the ae ay who plans to expand and wants 
milker that won't cause “Up-and- Saas a milker that is low in cost and 
Down” milking losses . . . 


LOOKS TO THE DE LAVAL 
MAGNETIC SPEEDWAY MILKER = 






<Me~ high in performance ... 


LOOKS TO THE DE LAVAL 
STERLING SPEEDWAY MILKER 
















FARM FAMILIES EVERYWHERE 


LOOK TO DE LAVAL 


; For Better Products 7 
. For Better Farm Incomes... And Better Farm Living 








4 2 .« The Farmer's Wife who wants 


The Small Herd Owner 
) who wants the milker made just 


the space saving 17 cu. ft. freezer Qa 
Q in a 12 cu. ft. cabinet . i oa | 
« LOOKS TO THE DELAVAL |; _ 
—\== MODEL F-120 SPEEDWAY \ C= 

; = FOOD FREEZER 


(or to the Model F-80 De Laval Speedway Food Freezer, the 
8 cu. ft. freezer in a 4% cu. ft. cabinet.) 





for the man who milks 10 cows 1 


~~ LOOKS TO THE DE LAVAL yf 
STERLING SPEEDETTE MILKER 








The Farmer who wants to be 
paid for all the cream his cows 
produce... 


— LOOKS TO DE LAVAL CREAM 
SEPARATORS 


The Farmer who wonts premium — - — ; 
milk with no rejections . . . 7 


& LOOKS TO DE LAVAL aa) 
|_| SPEEDWAY MILK COOLERS ) 





































The Dairyman who wants to be The Progressive Dairyman 
" ls sure of low bacteria counts... who wants to cut costs and in- 
= crease dairy profits . . . 
of — LOOKS TO THE DE LAVAL 
. + LOOKS TO DE LAVAL COMBINE 
or 
\_ SPEEDWAY WATER HEATER za MILKERS 
YO U Write Your Nearest De Laval Office 
For Full Dealership Information 
‘ CAN LOOK TO 
, > - 
for a profitable dealership that will serve the needs of ~ [xy Lad Be) 
: the farm families in your area who have the desire to buy, —— Se a5 Py 
| the cash to buy with . . . and who look to De Laval’s Better 7 Ph St., Chicago 6 . 
Products for Better Farm Incomes and Better Farm Living. 
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Troyer Introduces New 
Potato Grader ..... 


ROYER Manufacturing Co., 
Smithville, Ohio, has an- 
nounced production of a new 
potato grader that features im- 


proved grading rolls which do not 
collect bag strings, vines, weeds, 
or stems. Dirt and clay can’t pack 
between the rolls and spoil grad- 
ing, it is claimed. 

The new grader is of welded- 
steel construction throughout and 
is designed for heavy-duty service. 
Swivelled casters or wheels are 
placed on all footings, and one 
man can move the grader in any 
direction with ease and without 
splitting or taking the sections 
apart. 

Rear elevation is adjustable and 
regulates the flow of produce to 
give a steady flow with more 
potatoes graded with less labor 
and at lower power costs, it was 
announced. Height of grader is 
likewise adjustable to meet any 
requirements of workers or bag- 
ging and packaging equipment. 

The unit has a variable-speed 
pulley which gives a range of 
speeds. With good potatoes being 
graded, the machine can _ be 
speeded up for faster work. If the 
run is poor, the machine can be 
slowed down to insure good sort- 
ing. 

A gear reducer on the Troyer 
grader cuts motor speed to ma- 
chine speed without the use of 


pulleys and belts. Self-aligning 
bearings, either ball or oil im- 
pregnated bronze, are used 


throughout. All sprockets are ma- 
chine-cut; roller ~ chains’ give 
smooth, trouble-free operation, it 
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is claimed. Movable pick-out 
chutes which are easy “to hit” 
speed up sorting. Baggers and bag- 
ging chutes can be shifted from 
side to side as needed. 

The grader is made in two 
models: one with the sizer before 
the picking table, and one with 
the sizer after the picking table. 
The new Advanced Troyer Grader 
can be used to grade seed potatoes 
and is said to grade onions with a 
minimum of skinning or shucking. 
Standard grader has capacity up 
to 500 bushels per hour. Graders 
in larger capacities are made to 
specifications, it was announced. 





Deere Names Weyland to 
Manage San Antonio Office 


D. WEYLAND of Longview, 

@ Texas, has been appointed 
manager of the San Antonio sub 
transfer house of the John Deere 
Plow Co., according to an an- 
nouncement by E. C. Inglish, man- 
ager of the Dallas, Texas, branch 





A. D. Weyland 


office. The appointment became 
effective July 16. 

Mr. Weyland, who succeeds the 
recently deceased J. W. McCart 
has been connected with the Johr 
Deere organization since 1925 
Prior to joining the Dallas branc} 
in 1934, he was with the Joh 
Deere Tractor Co. at Waterlo 
Iowa, and also with the sales and 
service department of the Omaha 
branch. 

Mr. Weyland’s background and 
experience soon qualified him for 
a promotion as manager in the 
Longview territory in 1939, which 
position he held until transferred. 


ea os Be 


Monroe Adds Four Units to 
Tractor Seat Lime ....... 


HE MoNROE Auto Equipment 

i’ Co., Monroe, Mich., has an- 

nounced the addition of four new 

E-Z Ride tractor seats to its line, 

for a total of more than 60 makes 

and models that can be fitted with 
these seats. 





The new units feature the auto- 
matic adjustment common to the 
complete line of seats. This feature 
is accomplished by the patented 
Monroe variable rate spring, which 
gives light, medium and heavy 
weight operators an equally com- 
fortable and smooth ride without 
any manual adjustment, it was 
pointed out. The resistance of the 
Monroe spring increases as each 
smaller coil comes into operation 
When the spring is compressed 
the coils nest one within the other 
allowing greater scope than with 
the ordinary spring where the 
coils pile one on top of the other 
when compressed, it is claimed 
Tests are said to show that a force 
of 650 lbs. is required to bottom 
the Monroe variable rate spring 

The company has recently issued 
a new catalog illustrating its com- 
plete line of tractor seats, with a 
cross index model guide for the 
makes and models of tractors 
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Cuain sales are more profitable with the 
Campbell line because it is packaged for 
profit and easier to stock, display and sell. 





to- Campbell is the one source for all your chain 


pa needs—from dog leads to log chain, from tie- 





ted out chain to sling chains, from sash chain to 
ich anchor chain—chain for every need, for every 
VY 

m- purpose. 

out 

ato Ask your wholesaler or mail the coupon 
the today for complete information. 


ich 
on 
ed, 





























er t AA 
th | AA | CAMPBELL CHAIN CO. 
the SS York, Pa. 
he Z CAMPBELLS ; eines 
el I Please send complete information on 
oe : CAM-PAK chain containers 
i ; Chain merchandiser and chain cutter 
4 
' YOUR NAME 
ed i 
| CAMPBELL CHAIN @ _— 
a Cmpany f ADDRESS 
he 
Main Office—York, Pa. Er STATE 





Factories—York, Pa. and West Burlington, lowa Me ce ee oe ee eee 
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PTO Forage Harvester 
Added by New Holland 


EW HOLLAND Machine Co., New 
Holland, Penn., has intro- 
duced a new low-cost power-take- 
off forage harvester designed for 
high capacity operation. 

Modeled after the New Holland 
self-powered harvester, the new 
model differs only in power source 
and capacity, With 30 h.p. deliv- 
ered to the power-take-off har- 
vester, it will chop up to eight tons 
of hay per hour and up to 20 tons 
of silage per hour, it was an- 
nounced. 

The unit consists of a base unit, 
row crop attachment and a wind- 
row attachment. Attachments can 
be interchanged quickly, with only 
five bolts being used. 

Operating controls are within 
reach of the driver. A gear shift 
lever starts, stops and reverses the 
feeding mechanism, a rope with 
locking mechanism changes the 
angle of the deflector on the dis- 
charge spout and another lever 
raises or lowers the windrow or 
row crop units. An overrunning 
clutch prevents any strain on pow- 
er shaft from sudden stops, it is 
claimed. The chopping mechanism 
runs freely, instead of dragging on 
the PTO shaft when tractor clutch 
is disengaged. 

By removing one bolt, the tongue 
may be pivoted to place harvester 
in working position or transport 
position behind the tractor. The 
tongue is adjustable also for any 
drawbar height. 

Gears furnished as_ regular 
equipment give settings ranging 
from 14” to 4”. Throat opening is 
112 square inches for positive feed- 


112 


New power take-off 
forage harvester re- 
cently introduced by 
New Holland Ma- 
chine Co. for high 
capacity operation, 
The unit is said to 
chop up to eight tons 
of hay per hour and 
up to 20 tons of si- 
lage per hour. At- 
tachments can be 
interchanged quick- 
ly, with only five 


bolts being used. 
Operating controls 
are within easy 


reach of the opera- 

tor. Tongue is ad- 

justable for any 
drawbar height 


ing. Cutting knives with microme- 
ter type adjustment are mounted 
on a 42” steel boiler plate flywheel 
58” thick. 

The windrow attachment has 
special alloy steel fingers operat- 
ing on the pick-up drum. Fingers 
are withdrawn into the drum as 
hay is transferred to a hexagonal 
shaker roll which runs at three 
times the speed of the drum. This 
helps remove stones and dirt. An 
auxiliary feed wheel holds hay to 
the apron for more positive feed- 
ing. 


f 





The row crop attachment ha :- 
dles short or tall stalks with eq: al 
efficiency. Two pairs of synch) »- 
nized all-steel gathering chains | ft 
plants to feeding apron after cut- 
ting. Discharge pipe is swivel 
mounted for loading on either side 
or directly behind the harveste: 





Anderson Filter Unit 
For Straining Milk . . 


NDERSON Milker Co., Ince., 
Jamestown, N. Y., has intro- 
duced a new vacuum milk filte: 


unit which operates from any 
vacuum line using only a very 
small volume of vacuum, and 
which can be used with any 


standard milk strainer. 

By means of the filter unit, a 
vacuum is created in the can into 
which milk is being strained. The 
vacuum draws the milk from the 
strainer into the can at the rate of 
10 gallons in 15 seconds, it is 
claimed. Up to three filter discs 
can be used in the strainer. Dirt 
and sediment cannot get through. 

Contributing to sanitation is the 
fact that milk from a cow which is 
diseased with mastitis or garget 
will not pass through the filter 
discs, thus indicating the presence 
of the disease in its early stages. 

The filter unit is being offered 
on a 10-day free trial, with pur- 
chase price refunded if customer 
is not satisfied, it was announced. 


Barn Equipment Association 


Elects New Officers 


A. GUTENKUNST, Jr., presi- 

dent of Milwaukee Hay Tool 
Co., Milwaukee, Wis., was elected 
president of Barn Equipment As- 
sociation at the sixth annual meet- 
ing held at Pewaukee, Wis., July 
14-15. He succeeds C. A. Hanson 
of James Mfg. Co., Ft. Atkinson, 


Wis., who has served for two 
years. 
F. E. Myers II, of The F. E. 


Myers & Bro. Co., Ashland, Ohio, 
was named vice president to suc- 
ceed Wilbur Higgins, Jr., of Star- 
line, Inc., Harvard, Ill. S. G. Bur- 
ritt of Starline, Inc., was elected 
treasurer to succeed R. C. Hudson, 
president, H. D. Hudson Mfg. Co. 
of Chicago. 

V. R. Berg, president of Simplex, 


Inc., Marshfield. Wis., was elected 
as a new executive committeeman. 
Others on the committee, in addi- 
tion to the officers, are R. W. Lou- 
den, The Louden Machinery Co.; 
R. A. Clay, Clay Equipment Corp.; 
D. D. Miller III, Ney Manufactur- 
ing Co.; Mr. Hudson, Mr. Higgins, 
and Mr. Hanson. 

Offices of the association are at 
330 S. Wells St., Chicago, under 
the direction of W. Floyd Keepers, 
executive secretary. 

Members of the industry are 
concerned over the economic pic- 
ture, but are doing their best to 
maintain maximum production of 
sanitary, labor-saving equipment 
to help meet any labor shortages 
that may develop on farms 
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- Water tig t partition in You needn’t worry about gaseous or aerated 
ce double air-separation wells when you install a Goulds Jet-O-Matic. The 
od chamber: Jet-O-Matic line handles air and gas better... 
- i 1. Keeps this chamber adequately —_ guarantees maximum water output and automatic 
er 2. Forms this reservoir full of water, assuring the perform- 
d which provides the jet ance of the self-priming centrifu- performance on these installations. 
: nozzle with water that is gal pump and fully protecting the 
substantially air free. mechanical seal from running dry. ‘ . ' : 
. ” or Jet-O-Matic air handling és better, as recently 
proven by impartial, indisputable tests. 
This Goulds feature—the combination of a par- 
tition forming a double air separation chamber 
and a self-priming centrifugal pump—is the on/) 
combination that assures completely dependable 
ed . . , ee ” 
automatic operation. It’s another “plus” for 
in. 
li- Goulds owners—and another profit-maker for 
u- : . ; 
>.: Goulds dealers! Write us for details on the com- 
D5 plete Goulds line. 
T- 
is, | GOULDS PUMPS INC. ¢ Seneca Falls, N.Y. 
at Practical Advantages of the 
er JET-O-MATIC’S Double Air-Separation Chamber 
Easier, faster initial priming. Particularly important where lJ f) S 102nd YEAR 
you're using offset piping. 
re | 
a It guarantees maximum water output and automatic per- 
to formance on gaseous or aerated wells. 
of Assures that, in dry seasons if the water level drops below water S stem 7 
nt the suction opening, pump will automatically resume op- 
es eration when suction pipe is again submerged. Rare deep 
well installations are the only exceptions. for every farm and home need 
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New Avery R Tractor Has 
Hi-Torque Engine ...... 


F, Avery & Sons Co., Louis- 
B. ville, Ky., has announced 
the new Model R, a _ two-plow 
tractor featuring the new Hi- 
Torque engine. 

The Hi-Torque engine features 
higher compression, new patented 
high-turbulance head, which pro- 
duces a cone-shaped spark, accel- 
erating complete combustion and 


permitting higher compression 
with regular’ gasoline, it is 
claimed.. 


New cylinder walls are said to 
offer a long cylinder life. They are 
cast of extremely hard chrom- 
nickel-moly alloy and finished ac- 
curately with diamond boring 
tools. These sleeves are fitted in a 
full walled solid block, which 
holds them in alignment, elim- 
inates the need for seals and pre- 
vents water leakage in the crank- 
case. 

A closed pressure cooling sys- 
tem is said to raise the boiling 
point of the cooling water, per- 
mitting hotter operation for great- 
er power and efficiency. A new 
circulation system forces hot and 
cold water through the block to 
keep all four cylinders at an even 
temperature. 

The new Hi-Torque engine also 
features a wide speed range. In- 
stead of having four speeds with its 
four transmission gears, the Avery 
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ranges which 


speed 
overlap so that the operator has 
full selection of the working speed 
he wishes, to a speed well over 13 
miles per hour. 

The frame is of 


R has four 


heavy steel 
torque tube, which takes the 
strain of the engine power off the 
frame and provides a rigid X 
bracing to hold all parts in align- 


ment. The tractor is built with 
dual front wheels, with single 
front wheel, and with wide ad- 


justable front axle as a four-wheel 
tractor. 

Other features include: new 
brakes, anchored solidly in both 
directions; new wheel guards with 


hand holds; hydraulic leveling 
seat with foam rubber cushion. 
Automatic hydraulic control is 


regular equipment on the Avery 
“R”, as is the self starter, lights. 
battery, and swinging drawbar. 
Mounted and semi-mounted mold- 
boards, disc and one-way plows, 
front and rear mounted planters, 
listers, cultivators and mowers are 
available for the unit. All are Tru- 
Draft implements, with automatic 
depth control. 





De Laval Moves General 
Offices to Poughkeepsie 


HE De LAVAL Separator Co. 
has completed plans to move 
the De Laval executive staff and 
general office from New York City 


to Poughkeepsie, N. Y., according 
to George C. Stoddard, president 
of the firm. Construction has been 
started on a new, modern office 
building, which will be located a 
short distance from the De Laval 
factory. 

The company’s general office has 
been located in New York since 
1883, and at 165 Broadway for 
more than 40 years. It was one of 
the first to occupy offices in the 
City Investment Building, one of 
New York’s first skyscrapers. 

A small executive and financial 
office with sales conference rooms 
will be maintained in New York 
City, probably in the midtown 
area, it was announced. 





F&W Introduces New 
Multi-Purpose Jet Pump 


LINT & WALLING Mfg. Co., Inc., 
| Kendallville, Indiana, an- 
nounces the new F&W multi-pur- 
pose shallow-deep well centrifugal 
jet pump. As a shallow well pump, 
the jet is bolted securely to the 
main body, as illustrated. The 
cross-section view shows the in- 
ternal construction of the pump. 

For deep well operation, the jet 
is dismounted by removing two 
bolts and placed in position at the 
proper point in the well. This 
pump can be used as a package 
unit with the small horizontal type 
pressure tank as illustrated, or 
with a larger vertical tank for 
more storage capacity. 





Either single pipe packer-type 
installation or double pipe instal- 
lation can be used. The Multi- 
Purpose pump will develop either 
regular or high pressure, depend- 
ing on jet size used. Larger size 
jets are available for use on wells 
deeper than 60 feet and are inter- 
changeable for use on this new 
pump. These are available in '% 
h.p. for well lifts to 100 feet, it 
was announced. 
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FaW 2-STAGE 


You're all set with a top performer for every prospect CENTRIFUGAL 
when you sell the FxW line. No matter what his sev PUMP 
. : , > Typical smooth-looking 
well depth or capacity need, there’s always a depend FaW deep well pump. Also 
able F&W Water System to fill the bill. made in 1 and 3 stage mod- 
els with 1/4 to 5 H.P. motors, SPEEDICHARGE 
: 7 All certified performers. 
Smooth-looking F&W Water Systems are easy to ROTARY SEAL 
. . h al « idge fast i 
sell. And their quiet, sure performance makes the — 
kind of satisfied customers that boost your business S. Leos 2 Alles Suvus 





2. Take out 4 Mounting 
Bolts 
3. Unscrew Rotary Seal; 

Install new cartridge 


for years to come. Rugged F&W’s are easy to service 
—and the way they avoid maintenance trouble pro- 
tects your profits. 





No disassembling pump 
No breaking pipe line 
No moving pump from well 

















Year in, year out, F&W dealers are backed up with 
consistent national advertising and merchandising aids. 
Send for facts on the complete line you can depend on. 


FLINT & WALLING WATER SYSTEMS 
919 Oak Street 
Kendaliville, indiana 


On Shallow Wells 
FaW VARIJET BULLET PUMP, 


Pumps 40 to 70% more 
water per motor H. P. on 
éess electricity. 












| 
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New Holland Introduces 
Tractor Mower Model. . 


Co., 


EW HOLLAND Machine 
New Holland Penn.., has intro- 

duced a new extra high capacity 
model tractor mower, built for 
easy one-man operation and con- 
trol. Its 7-foot cutter bar operates 
between 800 and 900 cycles per 
minute to let the farmer cut 
efficiently at speeds up to seven 
miles an hour in heavy stands of 
all forage crops, it is claimed. 

Exclusive feature of the unit is 
a built-in lifting device which 
makes hooking up to tractor sim- 
ple. Two rear caster wheels have 
rubber tires as standard equip- 
ment. Built-in power take-off 
shield is an extra safety feature. 

Controls are within easy reach 
from the tractor seat. A break- 
away safety device protects the 
cutter bar and allows rapid re- 
coupling when an obstruction is 
removed. 


Cunningham Cuts Prices 
On Power Equipment . . 


Rochester, N. Y., has an- 
nounced new price reductions, de- 
signed to stimulate the summer 
sales of farm and garden power 
equipment. 

The price of the firm’s Model E 
sickle bar mower has been cut al- 
most one hundred dollars. An im- 
proved Model A, which originally 
sold for $207.75, it now retails for 
$119. Powered by a 112 h.p, Cun- 
ningham 4-cycle gasoline engine, 
the machine may be used as a 


| CUNNINGHAM Son & Co.. 
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New high capacity 
model tractor mow- 
er recently intro- 
duced by New Hol- 
land Machine Co. 
Its 7-foot cutter bar 
operates between 
800 and 900 cycles 
per minute to let 
the farmer cut at 
speeds up to 7 miles 
an hour. Two rear 
caster wheels have 
rubber tires as stan- 
dard equipment. 
Breakaway safety 
device protects cut- 
ter bar and allows 
rapid _ recoupling 
when an _ obstruc- 
tion is removed, it 
is reported 


snowplow or reel type lawn mow- 
er, when converted with kits that 
are now available. 

The unit also is adaptable for 
mowing farm lawns, harvesting 
small crops, clearing high grass, 
brush and weeds on golf courses, 
estates, and other large areas. 
Handles are adustable for height, 
and throttle lever is placed on the 
handle-bars for fingertip control. 


M-M Cash Dividends 
Payable August 15. 


HE BOARD of directors of the 

Minneapolis - Moline Co., 
Minneapolis 1, Minn., on July 18 
declared cash dividends of $1.375 
per share on the company’s $5.50 
cumulative first preferred shares: 
.375 per share on $1.50 cumulative 
convertible second preferred: and 


Model E sickle bar 
mower, product of 
James Cunningham 
Son & Co, Kits are 
available to convert 
it into a snowplow 
for winter or reel- 
type lawn mower 
for summer. Un- 
usual price reduc- 
tion is designed to 
stimulate summer 
sales of this unit 


SOUTHERN FARM EQUIPMENT Section for SEPTEMBER, 


.30 per share on common sheres 
payable August 15, 1950, to hold- 
ers of record July 24, 1950, at close 
of business. 

Dividends at the new rates will 
be paid also on unexchanged 
shares of Minneapolis - Moline 
Power Implement Co., both pre- 
ferred and common, outstanding 
on the record date, except in the 
case of holders who have effec- 
tively dissented from the merger 
it was announced. 


Sales Potential 


(Continued from page 96) 
drop-in prospects,” explained 
Crenshaw. “We want them to be 
free to make our store their loaf- 
ing place whenever they come to 
town—and feel no obligation 

Crenshaw has_ publicized so 
thoroughly the “easy chair corner” 
of his store that it is rare when at 
least six or eight farmers are not 
on hand. About 50 percent of the 
names on Crenshaw’s list are ac- 
cumulated this way. 

Some names are added to the 
prospect list through a party the 
firm gives once a year. The last 
party was an open house in cele- 
bration of the firm’s new building 
More than 500 visitors came as a 
result of previous advertising by 
radio, in newspapers and through 
direct mail. 

Dozens of new names were add- 
ed to the company’s prospect list 
from those who showed interest in 
the machinery on display and who 
indicated a need for certain types 
of equipment. 

In addition to his 
maintaining an effective list of 
Crenshaw has worked 





system fol 


prospects, 
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Diesels... 
pull costs down... push profits up! 


They reduce tractor operating costs for the farmer . . . bring in addi- 
tional prospects for Oliver dealers. For now, in the Oliver line, there are 





three tractor engines of distinct fuel types available. That widens the 
Oliver dealer’s market extensively. Besides the basic advantages of 





simplicity in design, downright dependability, smooth operation and 
easy starting, a dealer can show the farmer in black and white where an 
Oliver diesel tractor pays for itself in fuel savings alone. How the dealer 
profits by Oliver’s introduction of new, practical diesel units is plain, too. 


tHe OLIVER corporation 


400 West Madison Street, Chicago 6, Illinois 


OLIVER 


CORPORATION 


“FINEST IN FARM MACHINERY” 
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out another helpful system for re- 
cording information about stock 
on hand and machinery that has 
been sold. He utilizes a card index 
and every new and used machine 
in stock is listed on a separate 
card which contains all essential 
information about a _ particular 
unit. Cards of different color are 
employed for new and used imple- 
ments. When a machine is sold, 
that particular card is transferred 
to the “sold” section. These cards 
give valuable information, both in 
selling and in adjusting problems 


long after a machine is sold, 
Crenshaw explained. 
Cards in the “unsold” section 


make up an excellent inventory 
list of all machines on hand, 
amount invested in each, listed 
sale price, etc. Each used machine 
entry shows the amount of recon- 
ditioning, the trade-in details, 
date on which the unit was resold, 
etc. If a customer contacts the 
store about either a new or used 
machine six months after pur- 
chase the dealer can check the 
proper card quickly and refresh 











HERSCHEL PARTS Service 





When a breakdown emergency occurs, farmers look to their 
implement dealer for help. Your ability to supply the parts 
needed is one sure way to win new friends and customers 
for your business. And, when it’s time to buy new machin- 
ery, you can count on these friends and customers to cal! 
on you first. 


HERSCHEL PARTS help you save time on repair jobs. 


They’re guaranteed to fit... 


made for extra long wear. 


field tested . . . carefully 


Use Herschel Parts for repairing all makes of 
cutter bars 


R. HERSCHEL MANUFACTURING CO., Inc., Peoria 8, Ill. 


Pioneer Makers of Cutting Parts to Fit Mowers and Combines 


Branches: Auburn, 


N. Y.; Minneapolis, Minn.; 


Harrisburg, Pa.; Omaha, Nebraska 


DISTRIBUTORS: 


R. C. Cropper, Macon, Georgia 


The Southern Supply Co., 


HERSCHEL PART S 
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Dallas, Texas 








his memory regarding all essential 
facts concerning the particular 
transaction. The card may show 
that some special attachment was 
added, or some special servicing 
was given the unit at the buyer's 
request—information that could 
be important after the main de- 
tails of the deal are forgotten. 

Another method that Crenshaw 
uses to replenish his prospect file 
is that of sending his mechanics 
out at specified intervals to check 
machines already in use by buy- 
ers. They make minor adjustments 
free of charge, but in turn dis- 
cover prospects for repair work 
and new equipment. 





Kooiker Introduces New 
Automatic Grain Elevator 


OOIKER Manufacturing Co., 
Hull, Iowa, has introduced a 
new one-man portable grain ele- 
vator which is said to have four 
outstanding features: a baled hay 
rail for elevating bales, hydraulic 


lift for raising the elevator leg, 
roof extension for elevating into 
high places, and a tilting hopper 


to permit easier dumping. 





are easily 


bales 
handled by the baled hay rail, it 
Was announced. It elevates up to 


All square 


18 feet, and extensions may be 
added. 

Powered by a hand pump or 
PTO, the hydraulic lift gives swift, 
positive control of elevator height, 
it was pointed out. The roof ex- 
tension for elevating into high 
places sets on the roof and is 
powered from the top of the eleva- 
tor. The tilting hopper is said to 
allow maximum dump of wagons 
and trucks, with top edge only 11 
inches from ground. 


The unit features one-man 
portability, self-contained power, 
and 6:00 x 16 tires with the 


elliptical springs for rapid transit. 
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1. As compared with 4-cylinder straight-in-line engine construc- 
tion, V-type design provides more efficient air-cooling. The air 
blast travels only half as far to cool the end cylinder. Air flow is 15 te - ~ 
not over-heated by heat dissipation from forward cylinders. . (1600 te 2400 
2. More uniform cooling of V-type engines assures more econom- a oo 
ical performance; lower maintenance cost; longer engine life. end clutch es- 
3. V-type design provides a much more compact power package - 
for easier, more adaptable installation in restricted space as a : 
power component on original equipment. The crankshaft of the 
Wisconsin VP-4 engine is actually 8 inches shorter than the one & 
used on the former straight-in-line engine of the same power. 4 17.5 to 25, be. 
4. V-type design contributes to a steadier, smoother running > Soe 
: engine with a minimum of crankshaft “whip” and vibration. aay 
5. V-type design means lighter weight. Again, the current model - 
ly VP-4 Wisconsin engine weighs much less than the old style : 
it straight-in-line engine. Lighter weight adds to ease of handling ' 
' 
to and mobility. The user gets more H.P. per Ib. of engine weight. ' 
be 6. V-type engine cylinders are cast in pairs, 2 cylinders to a 
block, thus greatly reducing replacement cost if and when that ad 
pad hould be necessary, and simplifying servicing. (1600 te 2200 
ft, — “ lieing ’ wpn.). Complete 
it | So toe we 
x= Wisconsin V-type 4-cylinder engine design and construction is typical of the : ossombly. 
gh engineering know-how that goes into the manufacture of ALL Wisconsin Air- : 
is Cooled Engines, in single cylinder, 2-cylinder and 4-cylinder types and sizes, : 
na 3 to 30 hp. —— 4-cy!’nder models available in 3 popular sizes, as illustrated. : 
to 5 
ns | ee 
: @ WISCONSIN MOTOR CORPORATION 
” 
= World's Largest Builders of Heavy-Duty Air-Cooled Engines 
“ “e Ry MILWAUKEE 46, WISCONSIN 
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Direct Power Take-Off 
For F-M Hammermills . 





At left, a Fairbanks- 
Morse hammermill 
equipped with the 
company’s new di- 
rect power take off. 
By using a direct 
power take-off the 
hammermills may 
be quickly put into 
service without the 
use of long belts, 
staking down the 
mills or without loss 
of time in lining up 
the unit. Rubber 
tired wheels afford 
ease of movement. 


the hammermills may be quickly 
put in service without the use of 
long belts, staking down the mills 





removed if the mill is to be left in 
one position. The driveshaft is 
journaled in self-aligning ball 
bearings. The frame will fit all 
model Fairbanks-Morse hammer- 
mills or shellers, it was announced 





Door-to-Door Service 


(Continued from page 98) 
manner as if they brought their 
equipment to the shop. The truck 
is equipped to handle all light re- 
pair work. 

Farmers who prefer to do their 
own repair work may purchase 
commonly used parts from Mc- 
Cracken or place orders for parts 
not available on the truck. These 
will be delivered at a later date. 
“While we will try to stick to 
clearly defined routes and sched- 
ules so that our customers will 
know at what time to expect us, 
we are ready always to deviate 
and make a special trip to a 





AIRBANKS, Morse & Co., 600 S. or losing time in lining up the farmer who needs parts or a rush 
Michigan Ave., Chicago 5, Ill., unit, it was pointed out. repair job,” said Kaye. 
has announced a new direct power The mill is driven by the power The sales and service truck is 
take-off with which the company’s take-off and not belted to the pul- based at Aliceville. Ala.. near the 
line of hammermills can now be ley, Two rubber tired wheels make center of Pickens county. Routes 
equipped. it easy to transport the mill to the radiate in all directions from that 
By using a direct power take-off, work site, or the wheels may be point, serving all sections of the 
———— 1 
This sign packs ‘em in! es 3 
_— a new high line is con- 
i structed in your trade territory, k 
scores of farmers start thinking 


about water supply systems for 

the first time. They will come to 

you as new customers if you carry 

DEMPSTER, America’s complete [ 

line of water supply equipment. 
DEMPSTER products have been 

the yardstick of quality for over 

70 years. They are backed by @ 

strong national advertising and 

a dealer-proved dealer program. ! 

With DEMPSTER your store can | 

be “water supply headquarters” 

, , ¢ sg! 
for your whole area! Shallow Well 


WATER SUPPLY EQUIPMENT 























Earn Big Profits . ' 


















‘ P Deep Well 

_ From NEW CUSTOMERS Reciprocating 
When you handle DEMPSTER, you sell EVERYTHING for farm water 
systems! Shallow and Deep Well Reciprocating Pumps @ Shallow and : ell 
Deep Well Jet Pumps © Centrifugal Pumps © Steel Tanks © Wind- — — 











mills © Irrigation Equipment ¢ Distributors of pipe, fittings and 


plumbing supplies. 
DEMPSTER MILL MFG. CO. 


Beatrice, Nebraska 
aiiontaitenddin 


Pump 
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i. Handles anything! You'll sell MORE of these... 




































MANY NEW FEATURES of advanced design are 


incorporated in this all-purpose farm elevator — sales 
advantages which produce a higher percentage of orders 


from your regular demonstrations week after week 


NO MATTER WHAT SIZE FARM your prospec: 


may have, you can quickly tailor an assembly that will 





suit him best. By suggesting the use of whatever power 
source he has available, you avoid complications—elim- 


inate sales resistance 


More dealers are selling New Ipea Specialized 
Farm Equipment because it offers more value for 
the money 


If we are not adequately represented in 
your territory, please write us today. 


* 
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. \ ee 
- } 
7 
© dni —+ rp } ” 
4 I~ of 
- y > — i . S 





Handles anything 


Every type of farm load is elevated safely and 
speedily in big 17%” wide trough. 


Moves from job to job on portable steel truck. 
Eliminates adjusting sides and makeshift ar- 
rangements, 


Lifetime Construction 


Trough is box-crimped, “suspension trussed” 
and reinforced with steel gusset plates. All 
vital parts built for heavy duty service. 


Large Tilting Hopper has wide, 
tapered throat. Triangular 


shaped hopper also available 







... and there’s more years of satisfaction in every NEW TPEA you sell! 
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DIVISION 4 MANUFACTURING CORPORATION 
COLDWATER, OHIO SANDWICH, ILL. 
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ALLOY STEEL 


LIFE-TIME WRENCH 









SALES 

PROFITS 

REPEATS 

rcausé There’s a 

B Billings Merchandiser for 

EVERY STORE — 

EVERY SALES SITUATION 

EVERY CUSTOMER 


Ge = 
- 





WRENCHES & SHOP TOOLS 








THE BILLINGS & SPENCER CO., HARTFORD 1, CONN U.S.A 





large county. Since good roads are 
none too common in this county, 
the “door-to-door” parts and re- 
pair service offered by Columbus 
Tractor Co. is a boon to farmers 
who formerly had to drive long 
distances under wearying condi- 
tions to obtain parts or repair 
service for their farm equipment. 

Though primarily intended to 
serve isolated Alabama customers, 
this same service is provided 
some of the company’s Mississippi 
customers, although the whole of 
Lowndes county is not blanketed 
with routes, as is the case in 
Alabama. Kaye does not expect to 
establish a separate Mississippi 
truck at the present time. How- 
ever, the present truck visits 
Columbus one or more times per 
week to replenish its parts inven- 
tory, which Kaye insists’. be 
stabilized constantly. 

McCracken is responsible for 
all parts and equipment carried 
on the truck and is expected to 
check regularly the condition of 
all items in the truck’s “repair 
department.” He maintains his 
own customer files and prospect 
lists. 

Now that prompt repair work 
and parts replacement are avail- 
able to farmers in the Pickens 
area, Kaye plans to launch an in- 
tensive sales campaign in this 
section of his territory designed to 
promote all types of implements 
handled by his store. The truck 
service will be used as a primary 
selling point in this far-flung 
personal contact program. Eventu- 
ally Kaye hopes to develop 
Pickens county as an important 
segment of his territory. 

He plans for the near future a 
machinery rental program which 
will make available to small 
farmers combines, grain drills, 
posthole diggers and feed mills 
which they are unable to pur- 
chase. This equipment will be 
leased to farmers either on an 
hourly cash basis or for a share 
of the crop, which will be de- 
termined according to individual 
circumstanecs. Kaye expects to in- 
vest about $2,000 in rental equip- 
ment. Other pieces of machinery 
will be added from time to time 
if the initial units prove to be in 
demand. 

Profits from this service will be 
small, Kaye pointed out, but 
equipment rentals will lend badly 
needed aid to small farmers who 
compose the backbone of the com- 
pany’s territory. 
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Sturgeon Bay Offers New 
Lightweight Elevator .. . 


TURGEON Bay 
introduced a new 
aluminum elevator that 
handled and positioned by 
man. 
“Lightning Loader,” it is 
elevator for the small or 
farm. 


The unit can be used to load 


grain, feed and ear corn quickly. 


Two lengths will handle practical- 


ly all the jobs on the farm. The 


elevator is made in 16 and 20 foot 
lengths with four-foot extension. 
Although light in weight, the 
unit has strong, aircraft-type con- 
struction, it was announced. 


Manufacturing 
Co., Sturgeon Bay, Wis., has 
lightweight 
can be 
one 
Sold under the trade name 
said to 
perform all the work of a large 
large 


Emergency Repairs 
(Continued from page 92) 


list of more than 3,000 farmers in 
Bolivar and Sunflower counties 
Many of the names have been ac- 
cumulated through annual picture 
shows sponsored by the West 
company at a Cleveland theater. 
Last year 1,800 persons saw the 
film, and 300 more were turned 
away because of lack of seating 
space. At a similar show for 
negroes, more than 450 attended. 
They included tractor drivers and 
farm operators. 

The West organization prides it- 
self in teamwork. Four of the 
original six employees still 
with the company. Twenty-five of 
the 30 employees are home-owners 


are 


and most own cars. In all, 128 
men, women and children owe 
their livelihood to the company 
that started as a sideline 15 years 
ago. 

For many years the company 
has hired students from Delta 


State College in Cleveland on a 
part-time basis to help the stu- 
dents defray their school expenses. 
The students work by the hour 
and are paid by the hour. Five 


permanent employees are from 
Delta State. They include Luper 
Cole, the service manager. 

The students are in every de- 
partment, although most of them 
start in office work with clerical 
duties. 

While 
manager, 


West is 
overseeing the 
tions, Mrs. West and their son, 
Clayton, take prominent parts. 
Mrs. West handles the advertising 
and much of the office work. 

Clayton West, the assistant man- 
ager, is shouldering many of the 
responsibilities of the organiza- 
tion and at 31 years of age is fully 
qualified to become the “dealer” 
in the West Implement Co. con- 
tracts. He has worked in every de- 
partment of the business and has 
sold on the road. 

He attended Texas A. & M. Col- 
lege for two years, then spent two 
years at Mississippi State College, 
where he took his degree in agri- 
cultural engineering. He _ took 
special wartime training at the 
University of Chicago and served 
four years in the Air Force asa 
meteorologist. He held the rank of 
second lieutenant. 

His field experience in agricul- 


general 
opera- 


Parker 





Farm Tractor Dealers everywhere say: 


“Here's the line to push... for quick profits and fast turnover” 







@ BOTH you and your 
custemer will like the 
fast, dependable parts 
service organization 





it helps cut “*break- 
down time’’ to the bare 
minimum. 


Alexander Tillage 
Tools Are Guaranteed 


@A full range of sizes 
and weights: 

@ Alexander's Cub Special 

€ General Purpose pull 
type singles and tan- 
dems 

@ Heavy Duty models 

with plain and cut-out 

discs 


@ The Jumbo Line for 
road «and industrial 
uses 

@ and Lift-type singles 


and tandems with 

hitches for every stand- 

ard make of tractor 
Ask your distributor 
or write us direct for 
LIST AND FOLDERS 


ell pei tn 
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terhead—or your own distributor 
supply you. 


ALEXANDER MANUFACTURING COMPANY 
PICAYUNE, MISSISSIPPI 


TYPE 


“TANDEMS 
"SINGLES 






Proved and tested in 19 states—Alexan- 
der builds sturdy lift-type disc har- 
rows and fits them with special adapt- 
ers for International, John Deere, J, I. 
Case, Allis-Chalmers, and other trac- 
tors. The line is guaranteed. You can 
get. copy of latest price list with detail 
specifications by writing us on your let. 
can 
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A Dempster Mill Mfg. ¢ 12 


Dietz Co., R, E 2 
Aeme Shear (¢ . Draper-Maynard Co RT 
Adams Int ( I ; . 
Advertising Council, In 
Alabama Mfg. Co 


Aladdin Ind ‘ ia 


Alexander Mfg. Co ‘ 123 Backs Meuniestesion 6 

Allen & Co., Ine Ss. L 105 Basle Rele Mie. Cort 

Allis-Chalmers Mfg. Co ‘ 128 Eclipse Lawn Mower Ci 

Alumatic Corp. of Ameri pe Electric Wheel Co 

Aluminum Company of eae Miz. Co 
(merica . ein ‘ 


Aluminum Goods Mfe. C« 
American Chain & 
Cable Co In 4 


American Pad & Textile 


Co . 82 and 85 F 











American Steel & Wire Co of Fairbanks. Morse & Compa 
American Turpentine Farmers cain iste Bias 
Assn —_ Federated Mutual 
Ames-Baldwin-W yoming Co Fitler Cc Edwin H 
Animal Trap Co. of America Fleming & Sons, In ee 
Archer-Daniel-Midland Co aa ieibeasitiaiin ie 
Arvey Corp 3 Flexible Steel Lacing Co 
Atkins & Co E ( . ve Flint & Walling Mfg. Co., I: 1 
Patterns are available for practically en oe $0 Florida Fishing Tackle Mfg 
_ . ~ = / Atlas Asbestos Co eceecse 19 
all plows, listers, middlebreakers in No. 1 soft ites Geeneinen oe Co 
center or No. 2 crucible steel of the highest Avery & Sons Co., B. P 90 
quality obtainable. Send today for catalog and 
trade prices. S 


eneral Electric Co 


STAR MANUFACTURING COMPANY 


























DIVISION OF ILLINOIS IRON & BOLT CO. 5 & % Sect & Machine Os si a Machine 
Baird & Co., G. M . _ General Foundry & Machin 
CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873) eitens Mamet, Ge 2 Ge. . : oe 84 
a r ru 1 ci ee «+ OF 
Bethlehem Steel Corp ‘ 1 General Steel Warehouse ‘ 
Billings & Spencer Co 122 In . : 
Boker & Co., Ine., H ; » we Gladding & Co In B. F 
Boyle-Midway, Inc. . . * Goulds Pumps, Inc be = 
srand Names Foundation, In¢ Great Neck Saw Mfrs In ot 
Briggs A Stratton Corp . e Greenl t Tool Co ‘ 
Buffalo Bolt Co ; , Griffin Mfg. Company t 
Griffon Cutlery Works 
Cc 
Campbell Chain Co 111 
Carlson & Sullivan, In 62 H 
Carnegie Illinois Steel Co . Hanson Scale Co J 
Carter Products Corp i2 Herschel Mfg. Co r R 115 
Case Co.. J. I 95 Hodell Chain Co Pe 7 
Champion De Arment Co 78 Horrocks Ibbotson Co : 
GIN BLOCK Char-Lynn Co 127 Horton Mfg. CO . 
Chattanooga Implement & Mfg Huenefeld Co 
y; . Co oe 8 
uiroducing Cheney Hammer Cory Henry 72 
Chicago Screw Co Ri 
Chicopee Mfg. Corp...Third Cover 
TWO NEW MOLINE PRODUCTS :<28 23° 
bd Cleveland Chain & Mfg. Co -5 Ideal Power Lawn Mow 
MOLINE WINCH (ROPE PULLER). Made of high strength} ©°'’™®” Co., In Co., Div. Mast-Foos 
air furnace malleable iron (grade A). Improvements in-| ©°!!'®s Company .. ” Mfg. Ce 
clude: Quick, safe thumb releases . . . Ejight-toothed Colorado Fuel & Iron Cor} Ingersoll Steel & Dise Div 
ratchet . . . sleeve on handle revolves with operator's Wickwire Spencer Steel Discs 
hand. Holds up to 90 ft. of 4 wire rope. Rugged construc- padiherinag : Ingersoll Steel & Dise Div 
tion. Handy for a multitude of moving and pulling jobs. peat oon — ; Shovels 
ol iDlian Lope o S . : he 
MOLINE GIN BLOCK (WELL WHEEL). Has genuine} Consumers Glue Co 8 “sore ee ae py SEP 
Hyatt Roller Bearings. Made for heavy duty. Diameter] Continental Motors Cor; : eyo a er, 
of wheel 10”. Popular with Cyclone Fence Division f nage tgs 
painters, roofers, farmers rae — , 
and industrial users. MOLINE 
Write for catalog page and iron WORKS = ay D 
prices on these new Moline msouine, wine's, 0S ze Davis Corp., G. W 68 and 6 
items. ; soe ' Fe ee acy te ae eae Dazey Corporation oo * - 
a a 3 Dearborn Motors Corp ..107 Jackes-Evans Mfg. Con : | 
YOUR JOBBER CAN SUPPLY Bs: , s Deere, John - oe Jacobsen Manufacturing ‘ ‘7 
YOU WITH MOLINE PRODUCTS. SEVENTY YEARS OF SERVICE DeLaval Separator Co 109 Tohnson and Johnson 24 25 
Deming Company _ 12¢ johnston Mower Co 15 | 


124 SOUTHERN FARM EQUIPMENT Section for SEPTEMBER, 1950 | Sou 


XUM 





Florida Retail Farm Equipment 
Association, annual convention, 
Oct. 30-31, 1950. Headquarters, 
Hotel Orange Court, Orlando, 


ture includes two years under 
Bolivar County Farm Agent T. Y. 
Williford and one year in soil con- 


120 rvation work in South Carolina. Fla. Secretary, A. R. Hutchin- 
85 Like his father and mother, son, Box 3066, Orlando, Fla. 
” Clayton can “talk the farmer’s 
nguage.” And knows their prob- Georgia Farm Equipment As- 
ms of soil and equipment, sociation, annual convention, 


Dec. 4-5, 1950. Headquarters, 
* Hotel Biltmore, Atlanta, Ga. 
. CONVENTION DATES Secretary, Joe F. Pruett, 550 


65 Ocmulgee St., Macon, Ga. 








Kentucky Retail Farm Equip- 


Alabama Farm Equipment As- ment Association, annual con- 
sociation, annual convention vention, Nov. 16-17, 1950. 
and show. Nov. 21-22, 1950. Headquarters, Brown Hotel, 
Headquarters, Tutwiler Hotel, Louisville, Ky. Secretary, C. W. 
Birmingham, Ala. Secretary, J. Whitney, Box 8, Highland Park 
B. Wilson, P. O. Box 472, Au- Station, Louisville 9, Ky 

l . . 

: burn, Ala. Mar-Del-Va Farm Equipment 
Association, annual convention, 


F i Dealers’ Asso- 
erm Equipment Deslets as Jan. 22-23, 1951. Headquarters, 


vention, Dec. 8-9, 1950. Head- 
quarters, Hotel Jefferson, St. 
Louis, Mo. Secretary, W. E. 
Parsons, 211 Hotel DeSoto 
Bldg., St. Louis 1, Mo. 


Oklahoma Hardware & Imple- 
ment Association, annual con- 
vention and show, Feb. 6-8, 
1951. Headquarters, Municipal 
Auditorium, Oklahoma City, 
Okla. Secretary, R. K. Thomas, 
711 Wright Bldg., Oklahoma 
City, Okla. 


Texas Hardware & Implement 
Association, annual convention, 
Jan. 15-17, 1951. Headquarters, 
Plaza Hotel, San Antonio, 
Texas. Secretary, Ray M. Sou- 
der, 822 Texas Bank Bldg., Dal- 
las 2, Texas. 


Tri-State Hardware & Imple- 
ment Association, annual con- 





































~ ication of the Carolinas, annual Tord Baltimore Hotel. Balti 
, convention, Feb. 5-7, 1951. — aad "a B -— Ww 7 4 vention, Feb. 12-13, 1951. Head- 
“415 Headquarters, Hotel Charlotte, camiee rw a = . quarters, Hotel Herring, Ama- 
Charlotte, N. C. Secretary, A. a, wey Se rillo, Texas. Secretary, Mar- 
58 A. Chappell, 210 National Bank Mid-South Farm Equipment shall D. Shepherd, Box 660, 
Bldg., Wilson, N. C. Association, annual convention, Canyon, Texas. 
. Jan. 17-18, 1951. Headquarters, a , 
Deep South Farm Equipment Ellis Auditorium Memphis Virginia Farm Equipment As- 
Association, annual conven- Tenn. Secretary Gechem Mc- sociation, annual convention, 
tion, Nov. 13-15, 1950. Head- Donald. Hotel Chisca Bldg. Jan. 26-28, 1951. Headquarters, 
’ quarters, Hotel Roosevelt, New Memphis 1, Tenn. John Marshall Hotel, Rich- 
Orleans, La. Secretary, John J. ‘ mond, Va. Secretary, David L. 
84 Crawford, 308 Guaranty Bank Mississippi Valley Farm Equip- Raine, 1800 W. Grace St., 
Bldg., Alexandria, La. ment Association, annual con- Richmond 4, Va. 
11 
4f 
ww ”7 
DU-ALL 
118 idi 
Riding 
Tractor 
FLEXIBILITY OF us helps the ‘“"Du-All” Riding Tractor and ‘Peppy Pal 
Walking Tractor sell themselves. Numerous attach- 
ments help you to extra profits too, because they let Shaw Tractors seed, rake, saw 
wood, harrow, disc, cultivate. mow. plow and do hundreds of other jobs quickly and easily ~ - - o 
ECONOMY OF OPERATION. Petertes, exclusive design assures inaximum DU-ALL” and “PEPPY PAL 
* power and bulldozer traction. Heavy-duty, tested 
engines get the most from every pint of gasoline ... give customers more for every dollar. Garden Tractors 
FINE QUALITY AT LOWEST COST as awry J of er ar mass 
° * production techniques, 
n over 50 years farm equipment engineering experience result in low a “PEPPY- PAL” 
dependable construction ...the kind your customers want. Easy to start . 
easy to run ...a child can operate any Shaw Tractor. Walking Tractor 
| ATTRACTIVE PROFIT MARGINS @ 

Attractive profit margins are due to mass production and mass buying PLOW 
of raw materials. Special prices are offered to distributors buying in HARROW 
large quantities SEED 

SOME CHOICE DEALERSHIPS STILL OPEN exweate 
_ You can start cashing in on Shaw profit opportunities today. For Disc 
complete information on how to build profits in the field of small MOW 
tractors, write direct to manufacturer now, RAKE 
SAW 
MANUFACTURING CO — 
. BULLDOZE 
47 
= 8309 Front Street, Galesburg, Kansas 
' 
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K Reo Motors, Inc. ...... . * 


FEATURES. 


make running 
water 
cost 


Republic Steel Corp 18 
Keystone Steel & Wire Co Revere Copper & Brass, Inc 9 


King Hardware Co. .....--- “  Richards-Wileox Mfg. Co 20 
Klein & Sons, Mathias , F Roxdale Building Products 






Corp ee coer e° 67 
Rubereid Oo. ..cccccvecs , 16 
Russell, Burdsall & Ward 

Bolt and Nut Co 








L 


Lamson & Sessions Co 


Langley Corp 


ry we tt 





















Larson Co., Chas. 0 .* 72 S 
Lavelle Rubber Co ; - iatan Mie Gs 61 
Libbey, Owens, Ford Glass Co ce iia ke 
Linen Thread Co., Inc : - Sandvik Saw & Tool Cor; 64 
Locke Stove Company 2 Sargent-Gerke Co. . 74 
Lowe Brothers Co ‘+. Pe Savage Arms Corp 9 
Lufkin Rule Co io Scharf Mfg. Co Lau a 
Shakespeare Co . Tt nd 71 
Shaw Mfg. Co _ 125 c 
Simplicity Manufacturing ¢ E 
M Slaymaker Lox k Co ; * = 
South Bend Bait Co ¢ 
Marshalltown Trowel Co 88 Southern Ele« Products 87 E 
' Massey-Harris Co “ Southe States Iron Roofing 
DROP FORGED COUNTERBALANCED Master Lock Co Back Cover —— = a . L 
CRANKSHAFT Maze Co., W. H : Stanley Works 17 N 
: McKay Company oa 81 Stanley Tools Hi . P 
: McKinney Mfg. Co +++ ©O Star Mfg. Co , 124 R 
' Metal Ware Corp ad Strataflow Prod., Inc ° RS ¥v 
' Millers Falls Co. .. : Streater Industries 27 
BRONZE CONNECTING RODS Minneapolis-Moline MOL = Satelle Comnans ... 7 A 
Moline Iron Works . on 124 F 
’ . 
H Moto-Mower Co. ... ° 53 S 
t a Murray Ohio Mfg 2 T p 
by ) Secone over 
STAINLESS STEEL PISTON RODS : Co. . ---Seeond Cover . 
} nih . Myers & Bros F. E . 14 Tennessee Coal. Iron & R. BR 
“Sap 1 -- BS iinet ate ee eT ee §1 T 
& 0 SPLASH SHIELDS Tennessee Products & Chem 7 B 
UNIT TYPE PISTONS a Gal Ge. .cccesccecosssce . 21 Ir 
‘ N Thompson Mfg. Co * v 
& 2 RUBBER VALVES 
National Hardware Show, Inc.. 13 N 
MOUNTED ON RUBBER CUSHIONS National Lock Co. .......++. 81 U 
National Screw & Mfg. Co.... * “a . : 
itt ie Me cs * lL nion Fork & Hoe Co 
New Holland Mach. Co. ..... * United States Steel 
Corp. l and ¢ 


New Idea Division AVCO 


The Deming “DUPLEX” (Fig. 2895), illustrated, Mfg. Corp. .........00+-.282 United States Treasury 


Upson Brothers, Inc 


Sm rwnx+ 











i i New Method Mfg. C vee ae 
is an example of the high standard of pump a Pest pd a ; .  Utiea-Duxbak Corp 
design and construction in every unit in the com- North Bros. Mfg. Co. ..... 61 
plete Deming line. Norwich Line Co., In ” 
Deming FEAT . . 
eming URES are the biggest and most vate Ch S 
: i _ y 3elt Clutch Co = : ( 
effective “sales points” you can discuss with O - 
your customers. They want running water to 
° . Olin Industries, Inc : ° . Ww 
supply their needs at lowest cost. That's exactly Oliver Corp 117 
WHY Deming engineers design FEATURES that Warp Bros , A 
assure smooth, quiet operation and extra long arg ues es " * 
estern Cartridge Co 
, ‘ : S 
life for Deming Pumps. P Western Tool & Stamping Co.. % O. 
° Parrish Co., J. Shepherd 82 Wickwire Bros Inc : Ww 
Deming FEATURES make Patterson-Sargent Co f 55 Wickwire Spencer Steel 
running water cost less! Pennsylvania Lawn Mower Division of The Colored 
Div 19 Fuel & Iron Corp 
Tell that fact to your customers who want the Pioneer Gen E Motor Corp... 77 Williams & Co., J. H , 11 
most for their money. Peters Cartridge Div Winche ster Repeating Arn 
Phoenix Mfg. Co ‘ Co. (Guns and 
Plumb, Inc., Fayette R . Ammunition) 
The Deming Company ¢ 519 Broadway Porter Corp... J. E ee ge lag i 
_ Puritan Cordage Mills, In« . isconsin Motor Cor} { 
Salem, Ohio Wright Steel & Wire Cx | 
G. F ° 
Emin . | 
Red Devil Tools 35 Y . 
Reeve Company 64 , | 
PUMPS AND WATER SYSTEMS Remington Arms Co : . 26 Yale & Towne Mfg. Co . | 
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Step UP Your Profits with 
Step UP Display Fixtures 


Association Designed 


SHOPPING ISLANDS 


Are Flexible and Versatile! 


It’s “eyes right” . right on your featured mer- 
chandise when it’s displayed on easy-to-see, easy- 
to reach display fixtures . . . they’re Association- 
designed for Association members only. Attractive 
Shopping Islands add 50% more display space to 
your store. They’re durably-constructec high- 
grade mahogany, oak or birch, with ample 
storage-space underneath for reserve stocks. Top 
step-ups can be quickly arranged to accommodate 
all sizes and shapes of merchandise. 


Association Step-Up Display fixtures are un- 
excelled in beauty, workmanship and price. They 
are shipped completely assembled, ready to go to 
work at once. See association-designed fixtures 
first before you buy! 





For Complete Store Planning 
Consult Your State Association 


Streate 


Our Fixtures Available Only 
=] Thr« State Hardware Ass'‘ns 








INDUSTRIES, INC. 


SPRING PARK, MINNESOTA 
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You'll boost sales...save handling 


and shipping time with Keg-ettes 






ET modern package merchandising increase your 
chain sales. In attractive, strong plywood Keg-ettes, 
ROUND Chain is easy to stock, display and SELL! 

Place Keg-ettes on your sales floor, display table or 
counter. Then watch customers stop, look and buy. 
Chain on display outsells chain under counters or in bins 
by 40%. 

Keg-ettes are available in 4 popular sizes of ROUND 
Proof Coil or ROUND BBB Coil Chain: 36”, 4”, 546” 
and 3%”, 

Ask your ROUND Chain jobber about Keg-ettes today! 


A-2677 






Keg-ettes are ideal for store display. They put popu- 
lar sizes of heavy chain out where customers can 
see—and buy! 


Each Keg-ette contains one of following quantities of Proof 
Coil or BBB Coil Chain (self-colored or hot galvanized). 





EAE TSELE EFS Senne oe eee ene ee Ee ES ee Ee ak 3%,” 
DE, sunaeneunindeabuessdeadaausueterwketasebscsaues 4” 
DE t6cuinephaddintuidsnanekeheewencseeukeseseeusec f 
Pitt kiGbunn a CUbeaededennanewedakawetsauceennekesten 34" 
AM ZALI FTL (CHAIN 
J Lhe Cleveland Chain & Ufz Co. 


Cleveland 5, Ohio 


Round Associate Chain Companies: The Bridgeport 
ound Chain & Mfg. Co., Bridgeport, Conn. e The Cleve- 
for easy land Chain & Mfg. Co., Cleveland, Ohio e Round 
handling California Chain Co., So. San Francisco and Los 
Angeles, Cal. e¢ The Round Chain & Mfg. Co., 
Chicago, Ill. ¢ Seattle Chain & Mfg. Co., Seattle, 
Wash. e The Southern Chain & Mfg. Co., Birming- 
ham, Ala. e Woodhouse Chain Works, Trenton, N. }. 
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CAN FREE ENTERPRISE SURVIVE ? 





No. 6 in a series of editorial messages 


WELL-INFORMED business man was discussing 
A the Korean war—and what may follow. “I’m 
quite pessimistic about the outlook,” he admitted. 
“And it’s not so much the military picture which 
alarms me as it is the probable effect of this mili- 
tary program on our domestic situation. Fact is, I 
think our American way of life, as you and I have 
known it, is about at an end.” 
This comment is quoted because it seems to ex- 
press the viewpoint of so many intelligent people. 
War and large-scale preparations for war are 
likely to bring drastic changes in the nation’s 
economy. They mean vastly ex- 


We can, for instance, insist that the military pro- 
gram be financed as largely as possible on a pay- 
as-you-go basis. For a heavy burden of taxation 
today is better than a serious economic upheaval 
and a socialistic regime tomorrow. 

But the burden of taxation need not be so heavy 
if government stops its spending-as-usual program 
during the war emergency. So let’s urge our con- 
gressmen to climinate the “pork barrel” rivers and 
harbors projects, defer such things as the pro- 
posed eight-billion-dollar Missouri River Basin 
farm development program, hold farm and other 

subsidies to reasonable levels, 





panded government spending, a 
probable large increase in an 
already top-heavy government 
debt, perhaps even ultimate 
wild inflation; more govern- 
ment controls and less freedom 





for the individual; more power 
and political influence for or- 
ganized labor; more danger that 
government's left-wing econom- 
ic planners may put their 
socialistic theories into practice. 

As is well known, Britain 
emerged from the last war with 
a completely socialistic labor 
government which, still in power, is developing a 
welfare state at the expense of individual freedom 
and opportunity. And what is happening in once 
conservative Britain can happen here 

“The United States is almost alone as the last 
bulwark of capitalism,”’ says a publication issued 
recently by the U. S. Chamber of Commerce. “We 
have not yet formally adopted socialism, while 
most other nations have, to varying degrees. 

“The question now being decided in day-to-day 
decisions is whether we shall follow these othe: 
nations into formal socialism; or whether we shall 
retain and improve the system of free enterprise 
which, despite some imperfections, has given us 
the highest standard of living the world has ever 
known.” 

All of us car help influence this momentous de- 
cision. We can do this by discussing these problems 
with our busiress associates and employees and by 
using our influence with our congressmen. 





“We can help influence the decision" 


and effect such other economies 
in non-defense spending as, ac- 
cording to recognized fiscal 
authorities, might easily save 
several billion dollars a year. 

The President calls for sacri- 
ficies—says the emergency de- 
mands that we work harder and 
put in longer hours. That’s a 
commendable program, But will 
it apply also to the more than 
two million civilian employees 
of the federal government— 
who now enjoy 49 days (9 4/5 
weeks) a year of paid vacations, 
sick leave and holidays? 

Under the Defense Production 
time controls as priorities and allocations are again 
the President is empowered to establish 


Act, such war- 


with us; 
wage and price controls; and government loans to 
business and industry are authorized. Let's be cer- 
tain that suck. controls are used only to the extent 
that the emergency may require, and are removed 
when the emergency is ended. 

We face the urgent need of building up our mili- 
tary strength to meet the present grave communis- 
tic threat. And should the Korean conflict develop 
into World War III, it would be necessary that we 
throw everything we have into the struggle, re- 
gardless of the effect on our domestic economy. 

But we must preserve the free enterprise system 
which has put us in position to challenge com- 
munism today. We must pass on to our children 
the heritage of individual freedom and opportunity 
which we have enjoyed. 
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GALVANIZED 
STEEL WIRE 










Means money to you... 


Because your customers know it means money to 
them—in longer-lasting fence . . . greater year-in 
and year-out protection. 

Sell the fence that is Southern made for Southern 
needs . . . that makes satisfied customers for you— 
DIXISTEEL FENCE. 

See your wholesaler or write today for full in- 
formation on the complete DixisTEEL Fence Line. 


oe 28 8 6206808 ©2979 £8 6 @ 


These 5 Features Mean Better Fence for Your Customers 





; BACKED BY SOUTHERN 
Y/” Geressina ADVERTISING TO BUILD 
AUST REsreTINe MORE SALES FOR you! 


Dixisteel Fence ads 


AN cacvanezee - regularly in publications 
a. \ stewie A reaching 373,471 farmers. 

















Genuine Copper- Crack-proof zinc Four wrap, hinge- Tension curves in Only full size wires, 
Bearing steel wire, armor further joint construction line wires allow accurately and 
rust-resisting protects wire from Stay wires won't for expansion correctly spaced 
through and through devastating rust slip or pull loose and contraction are ever used 
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Dudley Bowen, center, explains features of power tool to a customer 


Building Employee Teamwork through 


INCENTIVE PAYMENT PLAN 


N EFFECTIVE compensation plan 

for salesmen enables Bowen 
Brothers Hardware Company, Au- 
gusta, Ga., to maintain sales at a 
high level and consequently to 
constantly expand its operations— 
to the ultimate benefit of both the 
store and its customers. 

The store’s plan has been in op- 
eration about 10 years and its ef- 
fectiveness is evident in the store 
itself. Bowen Brothers’ store is as 
modern as tomorrow—the three- 
floor building (including base- 
ment) is equipped with the latest 
in displays ideas, lighting 
that gives merchandise a 
dramatic appeal, and, as 
the last word in customer 
convenience, an escalatcr 
that transports buyers to 
and from the second-floor 
appliance department. 

The physical assets of 
the building itself repre- 


sent a sizable investment, L_ 


hardly possible without a sales 
staff which, over the years, has 
had an incentive to keep pushing 
sales volume towards an ever 
higher level. 

The Bowen incentive plan is as 
uncomplicated as it is effective. 
All sales personnel are paid a 
monthly base salary. Each is given 
a certain monthly quota and on 
sales exceeding this quota re- 
ceives a 5 percent commission. 

According to Charles W. Bowen, 
who, with his brother Dudley H. 
Bowen, operates the business. 


In this plan, salesmen are paid 
a monthly base salary plus 5° 
commission on sales exceeding 


their assigned monthly quota 
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after a salesman has been w.‘h 
the company a year or two his 
base salary “is of little con:e- 


quence” since an aggressive e..1- 
ployee builds up a substantial i:- 
come from commissions. After a 
salesman builds up his sales his 
base salary is increased and the 
monthly quota raised. 

One advantage of the plan, 
Charles Bowen pointed out, is that 
it quickly spotlights those sales- 
men who are most productive ‘n 
contrast with those who can’t sell. 

Strict departmentization 

throughout the store en- 
ables salesmen to concen- 
trate on major lines and 
their allied products and 
thus build up high in- 
dividual sales volumes. 


Sales training of em- 
ployees follows the de- 
partmental set-up. De- 
partment managers are 


charged with the responsi- 


5! 











bility of training their salesman, 
and sales meetings are held frorn 
time to time. In such training 
periods the department manage! 
often is helped by visiting factory 
personnel. 

In the clear-cut departmentiza- 
tion of all merchandise, wall, is- 
land, and show case displays are 
used to maximum advantage. All 
closed show cases are effectively 
lighted, and the open displays are 
models of orderliness. 

Dudley Bowen pointed out a 
number of unusual lines which 
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have proved to be profitable. Near 
the front of the store is a com- 
plete photographic department 
which from the beginning has 
been popular with customers. 
Towards the rear of the store 
is the book department which also 
includes greeting cards and sta- 
tionery. And in the basement 
where toys and gifts are located is 
a complete hobby department. 
Each department has its own man- 
ager who specializes in the par- 
ticular line. 
The hobby 


department, inci- 


dentally, has proved its worth ‘o 
the store by attracting the trade o 
large numbers of school childr: 
who flock to the store after schoo 
hours to purchase their suppli: 
for model airplanes, ships at 

small racing cars. In addition, 

substantial volume of this me 

chandise is sold to military person- 
nel at a nearby army post. 

One of the store’s most profit- 
able departments is the builders 
hardware section which is man- 
aged by William A. Brown, This 
department, set up at the rear of 
the store, has a special room where 
samples of builders hardware are 
on display. The company makes a 
specialty of handling builders 
hardware on a contract basis. Con- 
tractors bring their plans to this 
special room where they are 
checked by Brown who makes the 
necessary specifications and places 
a bid for the particular job. 

Brown, who is a specialist in 
this work, was trained by the Na- 
tional Contract Hardware Associa- 
tion in New York and was one of 
the original 17 to go through this 
school. 


nD & 


por 


In addition, Brown does much 
specification writing for archi- 


tects, a service which is provided 
free of charge. This department 
also is open to home-owners wo 
wish to have their building plans 
checked for an estimate of their 
hardware needs. Much business 
(Continued on page 76) 


Top: William A. 
Brown, manager of the 
store’s builders hard- 
ware department, con- 
fers with a customer 
on building problems. 
The store makes a 
specialty of handling 
builders hardware on 
a contract basis. Brown 
does much specifica- 
tion writing for archi- 
tects, a service provid- 
ed free of charge. Left: 
Dudley Bowen talks 
with the sales lady in 
charge of the store's 
complete hobby de- 
partment. This depart- 
ment constantly  at- 
tracts large numbers of 
school children. In ad- 
dition a substantial 
amount of merchandise 
also is sold to military 
personnel at a nearby 
army post 
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Merchandising 


Fireplace Fixtures 


... year-round display and 


promotion boost sales 


By B. Miller 


HEN early fall rolls around, 
Haas Brothers Hardware 
Company in Silver Springs, Md., 
begins to reap the benefits of its 
year-round promotion of fire- 
place fixtures. Because of such 
constant promotion, this merchan- 
dise has become one of the store’s 
fastest selling lines 
While sales naturally are heavi- 
er during the early fall months, 


-ccustomers, earlier, have been 


“sold” on buying this merchandise 
from the Haas store through year 
‘round displays that serve as a 
constant reminder. 

This refusal on the part of 
Samuel Haas, a co-owner of the 
business, to consider fireplace fix- 
tures as a strictly seasonal line ac- 
counts in large measure for the 
store’s success with this merchan- 
dise, 

“In a fast-growing city such as 
Silver Springs with its hundreds 
of new homes it would be short- 
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Left, Samuel Haas points out 
the features of a brass fire- 
place set to a customer. Off- 
season buying enables him to 
pass along a savings to his cus- 
tomers, on both the expensive 
and low-price units sold 


sighted of us not to carry a large 
and varied supply of fireplace fix- 
tures all during the year,” Haas 
explained. “Women regard these 
sets as part of their home furnisn- 
ings. Whether they are moving 
into a new home in July or 
December, they want their fire- 
places to be as attractively com- 
plete as their dining rooms or 
bedrooms. It would hardly be 
smart merchandising for us to tell 
them to come back when it gets 
cold! In having this merchandise 
prominently displayed during all 
seasons we know that many cus- 
tomers keep us in mind and make 
their purchases in our store when 
they are ready to buy in the fall.” 

The large and varied assortment 
of fireplace fixtures displayed in 
the store includes expensive sets 
as well as those lower in price 
which frequently are bought as 

(Continued on page 66) 





To tempt shoppers who already own fireplace sets, Haas surrounds the 
fireplace set displays with items that usually are bought separately. 
Here he shows andirons, screens, and other fireplace items to customer 
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AILY advertisements, plus at- 

tractive promotions in the 
front of the modern, 46-year-old 
Snow Hardware Co. of Camden, 
Arkansas, keep power tools and 
hand tools in the top bracket of 
profit-producing major lines—and 
keep the store’s customers tool- 
minded every day in the year. 

Limited space for demonstration 
and display up front is no handi- 
cap in the promotion of power 
tools at this store. J. S. Shaddock, 
secretary-treasurer, admits that he 
would like to have more room for 
displaying the line, “but we're not 
letting cramped display space 
keep us from selling them profit- 
ably,” he adds. 

In a space approximately six by 
eight feet, directly behind the tool 
display window, from one to three 
units are set up for demonstration 
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By S. W. Ellis 





Despite a small space allotment for power and 
hand tools, this dealer has a formula for keep- 
ing tools in the top bracket of profit-produc- 
ing major lines — as well as for keeping his 


customers tool-minded every day 


This space is given more value, be- 
cause every other power tool sold 
by the store is represented with 
printed matter that can be shown 
to the customer. 

One salesman devotes his entire 
time to tools. He is familiar with 
both hand and power tools—an es- 
sential for the profitable promo- 
tion of tools, according to Shad- 
deck. 

very day is demonstration day, 
espv'cially in dealing with amateur 
crafismen who do not yet own a 


home workshop. A service, given 


im the year 


without charge, that appeals 


these prospects is drilling holes 


pieces of wood or metal that the) 


bring in. 


Close to the power tool set-up 1 


a display board for accessories, a! 


other profitable line. Every owne! 


of a power workshop needs dad 
heads and moulding cutters, r 
pair parts, and extra motors 
Carpenters, mechanics, and an 
ateur hobbyists are among the cu 
tomers who visit the large tool d 
Nearly every school 


partment 
a customer of tl 


the territory is 


i? 
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aartment, and even those 
ools that do not have vocational 
vartments are prospects for both 
1d tools and power tools fom 
ir own maintenance. The sales- 
n calls on the schools regularly. 
ng with tools and accessories, 
sells paints and paint acces- 
1es. 
window is kept 
sometimes de- 
ted entirely to the finest and 
st expensive tools for crafts- 
n, and at other times with in- 
pensive tools for boys. 
“We don’t try to promote the 
veaper lines of tools for adults,” 
Shaddock said. “We even dis- 
courage women from buying them. 
a woman needs a tool, we try ‘o 
ell her the best we have. But the 
cheaper tools are ideal to start a 
boy in using his hands. We'd rath- 
er sell cheaper tools as gifts for 
boys than toy tool sets. And a boy 
would much rather have a real 
hammer or saw than a toy.” 
These tools for boys are shown 
with a card that states they are 
nexpensive hammers, §hatchets. 
aws, and planes for the boy to us¢ 
n educational construction. A 
window full of items is 
shown at gift such as 
Christmas and other special holi- 
and it is a traffic builder 
that brings in many customers. 


One display 


ed with tools, 


such 


seasons, 


days; 


Fine tools for craftsmen are the 


store’s specialty and pride. The 
tool cabinets for hand tools are 
made for efficient display and 


rapid selling. Samples are mount- 
ed not on the door behind which 
the sampled tools are stored, but 
rather on the next that 
when the cabinet is opened, the 
customer still can see the sample 
on the closed display panel 

“We're selling more fine 
today than ever before,’ said 
Shaddock. “The increase in vol- 
ume 1s coming not crait 
men, who already know the value 
of fine tools, but from amateurs 
both men and women 

“Women are very good custom- 
ers for fine tools. The modern 
homemaker has daily use fo1 


door, so 


tools 


from 


good 


















Right, the paint de- 
partment profits 
through the promo- 
tion of power and 
hand tools, for the 
user of tools is a 
likely prospect for 
paints. Frequently, 
tool customers pur- 
chase paints at the 
time they select 
tools, since the two 
departments adjoin 
and are promoted 
together 


SOUTHERN HARDWARE for OCTOBER, 195C 


hammers of several kinds, dif- 
ferent types of saws, drills, augers, 
and other tools.” 

Women’s special tools, not ordi- 
narily classed with tools, are pro- 
moted in or near the tool depart- 
ment. Electric sewing machines 
are displayed and demonstrated 
next to the power tools, and are 
proving a fast-selling, profitable 
line. While the store has some fine 
displays of aluminum and other 
housewares, the department usual- 
ly of most interest to women, 
women’s household tools are given 
the paramount display and promo 
tion here. 

This line includes fine cutlery, 


which has a prominent display 


near the front, often with a card 
(Continued on page 76) 


Left, a customer is given litera- 
ture which explains the opera- 
tion and quality of a power 
tool. In a space approximately 
six by eight feet, directly be- 
hind the tool display window, 
from one to three units are set 
up for demonstrations. Every 
day is demonstration day for 


the department's many car- 
penters, craftsmen, hobbyists 
and women customers; and 


daily advertisements keep cus- 
tomers tool-minded every day 
in the year 
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Right, a store employee ex- 
amines paint booklets which 
are to be mailed out to pros- 
pective customers. Booklets 
are an effective means of at- 
tracting rural buyers 


RURAL 


PAINT PROMOTION 


OR PROMOTING sales among 
Prrarat customers, Oscar C. 
Pounds, owner of Pounds Hard- 
ware Co., Booneville, Miss., has 
found direct mail to be the most 
effective medium. Rural custom- 
ers, he explains, often are not ex- 
posed sufficiently to newspaper or 
radio advertising for a dealer to 
get maximum advertising results. 
But through direct mail, it is 
possible for the dealer to select a 
definite group of prospects to be 
reached and be assured that a 
reasonable number of these po- 
tential customers look over the 
promotional material. 

For example, Pounds has been 
distributing for two years now, at 
the beginning of each of the four 
seasons, 1500 “idea” booklets on 
painting to as many rural box 
holders. 

“Purchase and distribution of 
these booklets cost nearly $600 per 
year,” Pounds said, “but I con- 
sider this a sound investment and 
expect to continue using these 
booklets indefinitely.” 

About 50 percent of the paint 
sales at the Pounds Hardware Co. 
are made to rural residents. Of the 


1500 RFD and Star Route box- 
holders receiving the quarterly 
56 


mailings, a profitable percentage 
responds. Many hardwaremen, 
Pounds pointed out, are neglecting 
the rural resident as a source of 
paint profits, and thereby letting 
many valuable sales slip through 
their fingers. His paint promotion 
program is geared to the farm 
trade—and with good results. 

“I do only a small amount of 
newspaper advertising and use 
practically no other form of pro- 





By Stuart Covington 





motion, except direct mail,” he 
said. “I feel that direct mail is 
definitely best for my purposes.” 

Pounds does not use names in 
addressing his booklets. Only 
rural route numbers or names are 
used, the booklets being placed by 
the carriers at each roadside mail 
box. This procedure’ reduces 
handling time at the store, and 
eliminates the necessary compila- 
tion and maintenance of a mailing 
list. 

Varying in content, dimensions 
and number of pages, the booklets 


HANBLE 


WITH CARE 





contain material appropriate to 
the season during which they are 
distributed. For example, spring 
booklets deal with household and 
barn fix-up programs, refurnish- 
ing of porch and lawn furniture, 
ete. Subjects presented at other 
times of the year cover such fields 
as proper methods of floor and 
wall painting, redecorating kitch- 
ens, enameling chairs, color mix- 
ing and color dynamics. 

The booklets are sprinkled 
liberally with advertising, but 
each includes sufficient worth- 
while information to warrant its 
being retained for several months 
by some member of the family 
This, of course, is another reason 
why Pounds hails this branch of 
direct mail as more productive 
than newspaper advertising fo! 
his purposes and contends that the 
rather high purchase price of the 
booklets represents well-spent dol- 
lars. 

“A lot of farmers don’t subscribe 
to the local newspaper and others 
who do don’t take time to read it 
On the other hand, someone in the 
family probably will look through 
my booklets, because they will 
feel they might contain somethin; 

(Continued on page 78) 
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a Right, C. W. Haring helps a lady cus- 
tomer select a coffee maker in the house- 
wares department. Though this line oc 
> cupies less than 25 percent of the store’s 
floor space, it accounts for a major part 
of its annual volume and, says Haring, 
“is the tail that wags the dog” in obtain- 
ing the women’s trade 


A Sales Program 
Aimed at the 





a4 HEN men buy, they buy 

W at the last minute and 
with reluctance; but women are 
the spenders, and I court their 


WOMEN’S 5 R ADK business with intent and purpose,” 
4 says C. W. Haring, whose promo- 


tions aimed at the women’s trade 
have paid off in profitable volume 
for Harings Hardware, Bay City, 
Texas, for more than ten years. 
To reach the women’s trade, 
Haring has made a study of their 
needs, their preferences, and buy- 
ing habits. He knows their in- 
Left, typical of Har- fluence over his masculine trade, 


ing’s newspaper ad- pa IF ; itr Sone ae ’ 
: : - as ‘ll as their we: esses when 
vertisements is this s well their weaknesses 




















ad, which was used it comes to resisting new house- 
to promote his ex- hold items. 
tensive line of For instance, he has learned 


housewares at 






Thanksgiving time. that no woman’s kitchen is ever s« 
when women spend complete that she cannot use more 
fats from gravy, a great deal of their houseware items. There is always 
—_ time (and money) in i i: 
Heat rentstamt glans. Y a need for a certain size or shape 


the kitchen. No wo- 


ie tite pot and pan, and for replacement 


ever so compleie of old and worn ones. 
that she cannot use A well-stocked department of 
more  houseware pots and pans is set up to attract 


items, Haring has 





. . , 9ring’s = P 95 
learned in his study women at Haring’s. Less than 25 
of the feminine percent of the floor space is de- 
trade, for there is voted to these houseware items, 
always * = including electrical items. “But 
size or shape pot or ama” Basing «nil “te Ghats we 
pan thet she needs. here,” Haring said, “i: Where we 
He has learned also produce our dollar volume. This is 

} that women shop- the tail that wags the dog!” 

pers are interested When this department was first 





exclusively in qual- set up, Haring did not attempt to 
















ornex . 

| WHEY ors 2 ity. brand name S 
| Sree Tes? techen merchandise. Next compete with variety type stores. 
| re r 
| atenke and Heat re. to housewares, The original line was one of the 
' 4 s . ° 
— | fy de- highest priced, nationally adver- 
mande y women , J 

tised lines on the market. Now he 
4D FP 4 Pe ' On YY customers “ , ; 
— ~~... - handles several lines, all quality 
FIFE DURE lines, and no price lines. ‘ 
P 297 “For the past several years,” he 
@Howewaes © said, “the manufacturers have 

Sporting Goods @Toys @Paints © Wallpaper 

- used consumer magazines exten- 
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C. W. Haring, Jr. helps a customer select cake tins from the store's 
housewares department, where quality merchandise is displayed so as 
to invite self-service. Many of such items are purchased on impulse 


The average housewife seldom welcomes suggestions on housewares, 
Haring believes, for she knows more about this type merchandise than 
men and prefers to browse around until she finds the utensils needed. 
Here, such items are arranged ard displayed for her browsing comfort 





sively to promote better mercha1 
dise. The women we cater to rea 
these magazines. The names see 
there are the ones they recogni 
and want when they shop.” 

Haring has found also that tl 
majority of women shoppers a! 
sold on quality, while they lo« 
askance at low-priced merchar 
dise. “If you tell them a low-price 
item is just as good as a high 
priced one, they will challens 
you. And since you can't defen 
yourself with a logical argument 
you are made to appear a little « 
the fraudulent side.’ 

Very few women come to thi 
hardware store expecting to fin 
the same quality of merchandi 
that variety type stores carry 
“Our customers are looking f 
quality; not paper-thin cookin 
utensils,” Haring pointed ou 
“They'll tell you quite freely th 
faults of cheap merchandise, Thi 
should convince the alert hard 
ware dealer that this is exactl) 
the type merchandise NOT TO 
HANDLE.” 

There is little selling involve: 
in quality lines, Haring has found 
“Customers are sold on these line 


; 


before they ever enter the store 
he said. “And they will shop and 
find just what they want.” 

For this reason, Haring has thi 
merchandise displayed so as to in- 
vite self-service. Many such item 
are bought on impulse, and th 
customer would not ask for them 
were they not reminded by seein 
them displayed. 

Though housewares are traffic 
items and account for a heavy 
sales volume, they are not the only 
ones appealing to the women 
trade. For example, paint is the 
next best dollar producer 

“Since women know our stor 
and personnel,” Haring pointed 
out, “they buy paint from us whe! 
they need it. And we attribute the 
success of our paint department t 
our housewares.”’ 

In order to establish his store a 
the headquarters for quality 
housewares, Haring found that he 
had to stock complete lines. “In 
variably,” he said, “the items you 
failed to order are just the on 
the customer wants. There is n 
need to be cautious about orderin 
and stocking complete lines, fo 
the items do not go out of style 
nor do they deteriorate. Beside 
no great investment is involved 
And complete lines make an im 
pression and influence the cus 
tomer, especially women.” 

(Continued on page 72) 
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Left, Crowell shows 
spiked shoes to a young 
school athlete. Discounts 
allowed schools are given 
students on athletic pur- 
chases made in person. 
Below, Crowell offers ad- 
vice to a school teacher 
who has stopped in for 
athletic equipment, and 
helps two young girls 
select a tennis racquet. 
A certain amount of 
horseplay makes friends 
of the youngsters, he says 





Athletic | 
Kquipment | 


ointed out, “the local farmers 

:0r the country schools a abo 
Crowell has more than 50 coun- 
try schools on his mailing list. As 
ELLING athletic equipment to or physical training teachers to new catalogs are issued, he im- 
S country schools is a profitable look after the buying of sporting mediately sends each teacher in 


business for Henry Crowell, own- goods, while in the country schools the various schools a copy. If only 
er of Joplin Hardware, Joplin, the grade teachers do the buying one were sent to each school, he 
Missouri, for he has a_ special for their individual classes said, the catalog might fail to cir- 
formula for winning this business. Also, schools differ in their buy- culate among all the teachers, and 
To develop this source of profit, ing methods. Some schools are some might feel slighted. These 
said Crowell, you must realize allotted a certain sum for athletic catalogs are inexpensive, and are 
first that dealing with country goods, and others pass upon the’ good advertising, he pointed out 
schools is unlike dealing with city buying at regular school board “From time to time,” he con- 
schools. The latter have coaches meetings. “In either case,’ Crowell (Continued on page 68) 
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Farm and Home 
FENCING 
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eee it’s their leading volume line 


HE SALE of $400 worth of farm 
T and home fencing a day is not 
unusual at Phillips Hardware Co., 
North Little Rock, Arkansas—nor 
is the resultant sale of a heavy 
volume of allied lines. 

Typical of this store’s customers 
is a cattle rancher who recently 
visited its fencing department. J. 


60 


J. Crone, one of the owners, de- 
scribed his visit thus: 

“He bought barbed wire and 
field fencing. For the field fencing 
we lent him our wire stretcher, 
which we make available to all 
purchasers of large orders of fenc- 
ing. But he bought two barbed 
wire stretchers at $3.45 each. One 


he bought for stretching wire, the 
other for hanging up a beef he 


had slaughtered. 


“We made the extra sale of the 
barbed wire stretcher because we 


explained what a handy gadget it 
is for hanging up a cow or a hog 
up to 1,000 pounds. 

“We also sold the cattle raise: 


NJ 
N 
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everal dollars worth of bolts to 
pair farm machinery that he 
es for maintaining his pasture 
id cutting hay. Bolts are a major 
ine with us. And we sold him 
iain in several sizes—sold it be- 
ause chain is another major line 
hat runs into real volume for us, 
nd we push it for all it is worth. 

“Before the rancher left the 
store, he also bought white out- 
side paint and red barn paint. 
Soon we're zoing to sell him pipe 
and fittings for additional water- 
ing troughs he plans to install. 
And all the extra volume stem- 
med from that original sale of field 
fencing and barbed wire.” 

Crone and his partner, J. R. 
Phillips, believe that it pays a deal- 
er to specialize. Their speciality is 
farm and home fencing and the 
related items that the buyer of 
fencing needs. Field and yard 
fencing is sold in every width, so 
that the customer does not have to Owners J. J. Crone and J. R. Phillips invite a customer to have a cold 
shop around for his needs. soft drink from the store’s dispenser after purchases are made 

One of the services most valued 
by customers is the wire stretcher 
that is made available for their 
use. If they bought a wire stretch- 
er, they would pay $26.50 for a 
new unit similar to the one they 
can borrow, usually without cost, 
from the Phillips Hardware Co. 

If the farmer buys a large order 
of fencing, he may borrow the 
wire stretcher without charge. If 
he buys only a small amount of 
fencing or wishes to repair or 
(Continued on page 72) 
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Above, the tool bar, placed near the 
front door, serves to attract and re- 
mind fencing customers of home and 
farm needs. Left, bolts and nuts, a 
source of heavy volume for the store, 
are sold from this display. To meet 
the needs of various bolt customers, 
bolts are sold by the piece or by the 
package, and priced accordingly. 
Greatest source of volume is from 
fencing customers 


‘ 
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COMPLETE stock of quality 
A hotel and restaurant equip- 
ment, vigorously promoted by a 
trained sales and service force 
and displayed in a modern show 
room, is the source of approxi- 
mately 50% of the total volume 
of business handled by Buckelew 
Hardware Company of Shreve- 
port, Louisiana 

To celebrate its 80th anniver- 
sary last fall, the firm opened a 
separate department for this prof- 
itable portion of its business; and 
the effect of the new department- 
ization is evident already in the 
increasing sales. 

There has been nothing acci- 
dental in the growth of such vol- 
ume. Chiefly, it is the result of 
years of effort and the develop- 
ment of an organization trained in 
the merchandising of such a 
special line. For as far back as 
any of the present store person- 
nel can remember, the store has 
handled hotel, and_ restaurant 
equipment, though only in recent 
years has it expanded and de- 
veloped the line to its present pro- 
portions. 

In creating the new department 
for the line, John E. Hunsicker, 
Jr., store manager and son of the 
president, and F. L. Cloutier, 
manager of the department, had 
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Hotel and restaurant 
equipment displayed ia 
a separate departmeut 
and vigorously proe- 
moted by a_ trained 
sales foree, is a lead- 


ing volume line fer 
this aggressive store 


Restaurant Equipment 


Accounts for 50% of total annual 
volume in this Louisiana store 


the primary desire to make it a 
show place for attracting cus- 
tomers and creating publicity. 
They wanted to eliminate catalog 
pictures and dimly lighted store 
rooms. They felt the line deserved 
as fine a setting as any of the 
other expensive lines handled. 

A customer for hotel or res- 
taurant equipment now may walk 


around Buckelew’s show room 
and inspect anything he might 


need before buying it. Every item 
has a look of quality about it, and 
the line includes all items neces- 
sary to completely equip a res- 
taurant from cups and saucers to 
ranges, tables and booths. 

“In this line,” Cloutier, 
“there are few second lines, and 
we don't handle any of them. For 
example, a customer might have 
a preference between two leading 
makes of ranges, both of which 
we handle, but if he’s only price 
conscious we can’t offer him a 
second line. The average hotel 
and restaurant owner is_ im- 
pressed by two. things—beauty 
and utility.” 

Silverware, he pointed out, “is 


says 


the best line in the business, and 
we stock thousands of dollars 
worth of it. Recently a buyer fo: 
a hotel bought 15 dozen spoons 
and we had them for immediate 
delivery. Otherwise, the business 
would have been lost 

“Of course,” Cloutier said, 
“there are a lot of the more 
elaborate places which want 
made-to-order equipment, especial- 
ly when remodeling or building 
new establishments. We can han- 
dle those, too, since we are 
authorized agents for one of the 
largest fabricators’ of 
equipment in the country. That’s 
where our sales engineer comes 
into the picture. He can measure 
estimate and plan with the cus- 
tomer.” 

A new cocktail lounge just 
around the corner from Bucke 
lew'’s was equipped by the store 
though it was largely a specially 
designed, fabricated job. 

Though there would seem to be 
a danger of a saturation point i 
this business, Buckelew does not 
find it so. New food and drink 

(Continued on page 68 


special 


SOUTHERN HARDWARE for OCTOBER, 1950 











XUM 


Right, sales of housewares and 
appliances increased 35 per- 
cent when Denny-Williams in- 
stalled its electrical fixtures. 
This, says A. J, Denny, is be- 
cause people who buy elec- 
trical fixtures usually return 
to the same place to purchase 
their housewares and appli- 
ances. These items are dis- 
played on an island-type fixture 


ROPERLY hooked up and dis- 
Pp played, electrical fixtures pay 
ve net profit according to the 
ace allotted them than any othe: 
m in tk» store, according to A 
Denny, of Denny-Williams 
Hardware, Miami, Oklahoma 
To display this line, Denny con- 
ceived the idea of mounting the 
fixtures on a board, which is sus-  « > ™ 
pended from the ceiling. The ' 
ard is placed up front, directiy 
behind the display window, so - es - 
that it can be seen from the street Effective Displays for 
night. Only a few fixtures are . 
featured at one time. 


Despite his early fears that sales Ki ECTRI¢ ‘ Al 
f electrical fixtures would be 434 4 4 
ow, Denny has found that the 


nits sell rapidly to both his farm Y 414% 
and city customers. Many home- Kix 4 URE & 
: 4 4 


owners, he said, put off buying 





fixtures when building their low- 
cost cottages, and many use a ceil- 
ing socket for the time being 

“And many buy one fixture at 
a time.” he continued. “But afte 
the first fixture is installed, the 
second follows pretty quickly, and 
then the third and so on, until the 
house is completed.” 

The fixtures are easily installed 
and home-owners who do the 
work themselves constitute the 
bulk of Denny's customers. How 
ever, a large number of fixtures 
are sold to a number of local con- 
tractors also. 

Fixtures carried by this store 
are standard, fast-selling items 
Customers who want fixtures that 
are different from everyone else's 
must go either to a fixture house 
in a major city, or get their archi- 
tects or electrical contractors to 
order them from a fixture catalog 
“Trying to cater to this tyne 
trade,” Denny said, “would take 





To display electrical fixtures, Denny-Williams mounts them on this 





board, which is then suspended from the ceiling by chains and lowered us out of the hardware business 
when necessary. Placed near the front and directly behind the and into the fixture business. As 
display window, the board provides extra illumination at night to : : ie = 
. ~ hardware deale: our fixture: 
show up appliances and may be seen from the street. This actually ; 
multiplies the window area, as far as display is concerned, the must n fast-turning items, re- 
store reports, and has proven to be a valuable merchandising idea (Continued on page 68) 
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Added Profits tor the 
Small-town Store trom 


WALLPAPER 


By Sam Carson 


Ww" Mrs. John O. Baites 
originated and installed a 


home decorating department in 
her husband's store, Baites Hard- 
ware of Pulaski, Tenn., four years 
ago, to attract more women cus- 
tomers, she uncovered a source of 
added profits, as well as a stimu- 
lant for every department in the 
store. Local housewives, who 
previously had to travel to large: 
cities to find a wide selection of 
wallpaper and draperies, now re- 


gard Mrs. Baites as the “official’’ 


decorating consultant of Giles 
County. 
The decorating department js 


set up at the rear of the store in 
a space partitioned off from the 


J. O. Baites, checks his attractive display of cleaning 
supplies—one of this store’s leading volume lines 
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large stock room. An entire wall 
of the department is devoted to a 
well-lighted display of wallpapei 
samples, with the main stock of 
paper arranged in three 6x10 foot 
racks which stand out from the 
opposite wall of the room. Baites’ 
stock of paper is said to be the 
largest in south central Tennessee. 
A display of drapery samples, 
drapery hardware and venetian 
blinds also is a feature of the de- 
partment. 

Like wallpaper, the full line of 
drapery has proved to be a 
“natural” for the store, and a con- 
venience for its customers. Mrs. 
Baites entered the drapery busi- 
ness with an initial investment of 


however, 
enlarged its 
additional 


$50 for samples. Now, 
the company has 
sample stock with an 


$50 outlay. Customers order from 


the samples and pick up the 
draperies in two or three days 
when the material arrives from 


Baites’ wholesale drapery house 


Mrs. Baites employs a_ local 
seamstress to do any necessary 
needlework and to hang _ the 


draperies for her customers. This 
tailoring and hanging expense is 
then charged to the customer 
The drapery department in- 
cludes a line of drapery hardware 
almost none of which was 
previously. Large quantities of 
(Continued on page 70) 


sold 





Above, a corner of the company’s home decorating de- 
partment showing some of the fine drapery samples 


SOUTHERN HARDWARE for OCTOBER, 1950 









XUM 





XUM 


Ruel McDaniel 


how they 
eash in on 
the marketfor 


WATER 
PUMPS 


E WAS a prosperous farmer, 
this water pump customer of 


Stavinoha’s, pioneer hardware 
business in Temple, Texas. As W. 
F. McGregor, company manager, 
totalled up the purchases buiit 
around the water pump, he noted 
that the amount was a little ove: 
$3,000. 

He knew the customer well, so 
he casually remarked, “This looks 
like a lot of money to be spending 
on a farm tenant house.” 

“Sure is,” the customer said, 
“but it’s a sound investment. You'd 
be surprised at the high caliber of 
men that'll be coming around now 
wanting to rent that place. I’) 
have my pick of the best tenant 
farmers in the community. The 
difference between the crops of a 
run-of-the-mill tenant and a good 
one could easily pay for these im- 
provements in a couple of years-— 
maybe less.” 

Stavinoha’s does about $40,000 
worth of water pump business an- 
nually; and selling both landlords 
and tenants has contributed ma- 
terially to the profitable volume. 

The foregoing sale was made 
several years ago, and it has been 
a sales “prodder” for McGregor 
ever since, for it opened up to him 
a new avenue of sales. Before that, 


W. F. McGregor, 
water pumps with a 


right, 


he had not considered farm 
tenant houses to be particu- 
larly good prospects for 
water pumps. From that day 
on, he has never dismissed a farm 
home as a prospective spot for 
placing a water pump merely be- 
cause it was owned by someone 
other than the occupant. He has 
found the argument advanced by 
this customer to be a sound one 
when talking to other landlords 
about pumps and water systems in 
tenant farm homes. 

The fact that a tenant farmer 
does not own the house in which 
he lives does not eliminate him as 
a prospect for pumps and water 
systems. First, McGregor tries to 
sell the landlord the equipment: 
but failing here, he then approach- 
es the tenant. 

“But I don’t own that place. I 
can’t afford to spend _ several 
hundred dollars putting in a pump 
and a water system, and maybe 
have to move next year,” the 
tenant protests. 

“Install it, get the use of it as 
long as you're there—then move 
it with you when and if you do 
move to another place,” McGregor! 
counters. “We'll bear that moving 
job in mind when installing the 
pump and the rest of the equip- 
ment, so that it may be picked up 
and moved with the least possible 
difficulty. We'll even help you to 
move it and set it up.’ 
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farmer-prospect. 
a pump business that amounts to more than $40,000 yearly 








Stavinoha’s, talks 
This store does 


That has been the 
means of selling a lot of pumps 
for use in farm homes occupied by 
tenants, and it has raised the liv- 
ing of many tenant 
farmers in the area 

The company concentrates on a 
single line of water pumps, but 
the line carried is so versatile that 
it is possible to meet every con 
ceivable pumping need from it, 
McGregor says. Not long ago, the 
company sold a farmer a pump to 
draw water out of a creek for irri- 
gation Recently, a local 
restaurant man complained that 
he didn’t have enough water-pres- 
sure in his kitchen to use his 
automatic dish-washer. 

“We can fix that,” McGregor 
said. He checked the job, installed 
a one-quarter horse-power water 
pump, and the dish-washer has 
been working perfectly since 

But farms and ranches are the 
big field for water pump sales: 
and the company concentrates on 
advertising and promotion which 
reaches these buyers. “Over the 
years, through advertising and 
personal contacts in the store and 
at gatherings of farmers and 
ranchers, we have always been on 
the job, boosting water pumps 
and farm water systems.” 

The company follows closely all 
rural electrical development; and 
as fast as a new line is surveyed, 

(Continued on page 66) 


approach 


standards 


purposes 


65 








Fireplace Fixtures 
(Continued from page 53) 


gifts. Since the fireplace becomes 
the focal point in the furnishing of 
a living room, the handsome sets 
in solid brass that sell for $30 and 
above are not easy for the home- 
owner to pass up. 

The store’s yearly volume from 
this line amounts to about $3,000, 
and another factor that attracts 
customers is the low price that 
Haas is able to offer as the result 
of his off-season buying of much 
of this stock. 


Prices Help Volume 


“The advantage of special off- 
season prices permits me to pass on 
to the customer a lower price than 
she usually can find elsewhere in 
this vicinity. We have noted that 
our prices average about 20 per- 
cent under our competitors. Natur- 
ally, this has been an important 
factor in raising our volume.” 

Haas explained that fireplace 
shoppers often had taken notes of 
his prices and had gone around to 
the large department store down 
the street and to several com- 
petitors carrying a good repre- 
sentative stock of fireplace fur- 
nishings. Inevitably, they return 


to Haas’. The special prices and 
wide assortment draw them back, 
he maintains. 

The three types of fireplace sets 
that are heavily stocked at all 
times are the black and brass that 
retail at $17.95, the solid brass 
retailing at $24.95 and another set 
of solid brass at $29.95. The sets 
include andirons, screen and fix- 
tures, with the better sets includ- 
ing a brush, shovel and poker. 

With the catalogues readily at 
hand, Haas offers to order special- 
ly any set the customer does not 
find on his shelves. The price still 
will be lower than she could get 
elsewhere though not as low as 
those of regularly stocked items. 

One promotion Haas Brothers 
engages in to include fireplace fix- 
tures is done cooperatively during 
the Silver Spring Week of Bar- 
gains run annually by the local 
stores. From July 28 to August 5, 
a radio program on Station WGAY 
features daily, specially priced 
merchandise, and Haas Brothers 
announces at this time their solid 
brass fireplace set that wouid 
regularly sell for $36.85 at only 
$24.95, and other attractive items 
at marked down prices. 

“It is a very busy week of shop- 
ping for our local residents with 
such attractive prices that crowds 


wait outside the shops before th 
are open,” Haas said. 
Numbered coupons are d 
tributed with each purchase as a 
shopper leaves her name and a - 
dress. At the close of the week 
numbers are drawn and prizs 
awarded. Haas Brothers award: 
a lawn mower this year. One ma 
prize of a trip to Florida with ¢ 
expenses paid is a joint arrans 


o 


ment by all the stores parti 
pating. 
Fall Promotions 
With the coming of early fail 


Haas begins thinking in terms of 
a little extra promotion on fire- 


tT 


place fixtures on the premises. In 
the small front display window ' 
groups fixtures around a fireplace 
adding items that usually are 
bought separately to appeal to 
those already owning sets 

He adds a woodholde 
firelighters and scuttle. In the tir 
rear display window (Haas’ 


brass 


is one 


of several stores grouped in a 
shopping center with parki: 
space in the front and rear) ai 


other fireplace display is compact 
ly set up which attracts even mort 
attention than the front one fo 
traffic is heavier in this back 
section. 





Water Pumps 
(Continued from page 65) 


the company contacts future elec- 
trical users on the new lines. 
“We talk water pumps,” Mc- 
Gregor says, “because once we get 
a man’s order for a pump, we then 
have the inside track and tie 
foundation for many other sales.” 
Once a farmer buys a water 
pump, he then is ready to talk 


about a water heater, bathroom 
equipment, storage tanks, pipe, 
connections and the many other 


items that go into a modern farm 
water system. 

Farm sales, built around water 
pumps, run anywhere from $300 
to $3,000 each, McGregor poinis 
out. 

Furthermore, thanks to a pros- 
perous diversified farming system 
in the area, more than 90 percer:t 
of these sales are for cash. The 
company will sell on credit to 
farmers with good credit ratings: 
but it does not feature credit busi- 
ness. “The average farmer 
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rancher today either has the cash 
in the bank to pay for his water 
system, or he can go to the bank 
and borrow the money to pay cash 
for it.” McGregor says. 

Next to contacts with farmers 
and ranchers, reliable service is 
the most important factor in build- 
ing sustained water pump sales, 
McGregor finds. 


Service Contracts 


The company has a_ contract 
with a local specialist in the in- 
stallation and repair of water sys- 
tems, and it pays him a flat fee 
for installation of a new pump or 
system. The cost of installation is 
included in the purchase price of 
the water system unit. 

New pumps carry a 
guarantee. One of the stipulations 
in the arrangement with the repair 
man is that he is to drop anything 
he is doing, if necessary, and Zo 
immediately to any farm or ranch 
customer who is having pump 
trouble. If the trouble develops be- 


one-year 


fore expiration of the guarante: 
the company pays all repair cost 
If service is required by ac 
tomer after 
guarantee period, the 
sees that the service man goes im- 
mediately to the customer: and 
the customer pays the cost of thi 
directly to the 


expiration of the 
compan) 


service service 
man. 

However, regardless of how 0! 
a pump is, the company stress: 
at the time of sale that it assum 
the responsibility of seeing that 
service man goes immediately 
the aid oi any customer needing it 

McGregor that over th 
years the company has found thi 
service arrangement more sati 
factory than relying on its ow! 
service man, because it has avai! 
able, through this service contract 
the services of an expert and h 
own crew of service men. This ni 
only provides more expert servic 
but in most cases more prom, 
service than if the company 
own 


Says 


reli 


solely on its single servi 


men. 
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Instalment Credit Curbed: 
Regulation W Back Again 


flation, the Federal Reserve 
Board on September 18 invoked 
Regulation W, the old wartime 
measure for controlling consumer 
credit. 

The regulation, in general, ap- 
plies to any person (business) en- 
gaged in the business of extend- 
ing instalment credit in amounts 
of $5,000 or less. Under terms of 
the ruling, dealers already op- 
erating on tight credit terms won't 
feel much effect, but dealers using 
easy credit as means of attracting 
customers may experience some 
loss of business. Charge accounts 
at this time are not affected. 

Once again dealers who offer 
instalment terms must file with 
the Federal Reserve Bank or 
branch in their district a_ state- 
ment on a form obtainable from 
that agency. And, as in the past, 
business men must keep complete 
records of each transaction, such 
records being subject to inspec- 


I’: A MOVE to head off further in- 
| 


tion by the Federal Reserve 
Board. 

Generally, downpayment and 
terms prescribed for certain 
“listed articles” are as follows: 


Automobiles require a one-third 
down payment with balance pay- 
able over a period of 21 months. 
Appliances including stoves, re- 
frigerators, radios, television sets, 
and other heavy items require a 
15 percent down payment with 
the balance due in equal payments 
over a period of 18 months. A 10 
percent down payment is required 
for furniture with 18 months to 
pay the balance. Residential re- 
pairs, alterations and improve- 
ments require a 10 percent down 
payment, with the balance payable 
over a 30 month period. 

In arriving at the maximum ma- 
turity of an instalment obligation, 


the dealer may use any date not 
more than 15 days following the 
actual date of delivery, and the 
first instalment payment will be 
due not later than one month from 
that date. The instalment pay- 
ments, except in the cases of per- 
sons with seasonal incomes, must 
be arranged so that payments are 
of equal amounts and due at equal 
intervals not to exceed one month. 

Where the dealer accepts in 
good faith a Statement of Changed 
Conditions, he may allow the buy- 


er to refinance his obligations 
over a maximum period of 24 
months. 


In the case of persons with 
seasonal incomes, such as farm- 
ers, the schedule of instalment 
payments may be adapted to the 
customer’s flow of income, within 
certain prescribed limitations. 

Where an item (such as a re- 
frigerator) is delivered for trial 
or approval, either the return of 
the item or the necessary down 
payment is required within 10 





The ruling does not apply to 
listed articles having a cash price 
of less than $100, and to certain 
other business transactions. (Ex- 
ample; any credit extended to a 


wholesaler or retailer to finance 
the purchase of any article for re- 
sale is exempt.) 





Retail Sales Show 
Sharp Increase . . 


S SUMMER closed there was 
A no denying that the nation’s 
economy was in its second “post- 
war” boom. With production al- 
ready hardpressed to satisfy de- 
mand, consumers apparently were 
in a rush to convert dollars into 
goods. 

In July, the latest month for 
which statistics are available, sales 
by independent retail stores 
climbed 27 percent over July 1949. 
For the first seven months of the 
year, sales were 8 percent above 
the corresponding period of a year 
ago. 

The nation’s hardware dealers 
also experienced a_ substantial 
jump in sales. In July hardware 
sales were 21 percent above a year 
ago and for the first seven months 
of the year were 2 percent above 








days. 1949's first seven months. 
change 7 mos. change Stock-Sales 
in sales 1950 in inventories Ratio 
July 1950 from July 1950 
Geographic from from 
Division 
July June 7 mos. July June July July May 
1949 1950 1949 1949 1950 "50 "49 "50 
U. S. Total 
Sales + 40 +16 +8 0 —7 119 167 150 
| | 
Hardware: | 
South 
Atlantic 55 23 +-9 7 4 181 266 218 
East South 
Central + 63 +24 +13 —" -18 123 218 190 
| i 
West South 
Central +51 | +23 +12 0! —7]173 266 | 237 























Wholesale Hardware Sales and Inventories 
‘From U.S. Dept. of Commerce Monthly Report) 
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Restaurant Equipment 
(Continued from page 62) 


establishments are continually 
being built, while existing ones 
call for remodeling at more or 
less regular intervals. New and 
more efficient equipment, such as 
dishwashers and waste disposers, 
are coming on the market con- 
tinually, and there are expendible 
items like glassware and china to 
help even the peaks and valleys 
between sales of big equipment. 
It is definitely a business that 
does not stand still, Cloutier 
pointed out. 


Service Jobs 


With sO many mechanical and 
electrical devices _ occasionally 
needing service, the store main- 
tains a service crew of two men. 
Much of the service work is on 
equipment that is still within the 
warranty period, but there is 
enough additional repair work to 
make this part of the business al- 
most self-sustaining. Also. the 
Service men are encouraged to 
sell this equipment. 

Used equipment is often taken 
as trade-ins on new outfits. but 
the practice is not encouraged 
We sometimes trade for good 
clean equipment, but we do not 
make a practice of it,” Cloutier 
said. “The other day I traded for 
two almost new ranges. There 
was nothing wrong with them 
except that they were too small 
for the place in which they were 
being used. I knew where I could 
sell them, so we sold two new 
ranges to the customer. Then we 
sold his two slightly used units 
Someday, when we fee] the time 
is ripe, 


we may start a_ used 
equipment department; but it 
won't be a junk yard.” 

Most of the company’s equip- 


ment is sold for cash. but Bucke- 
lew’s will, after careful investiga- 
tion, handle large and expensive 
items on time payments. This is 
seldom necessary, since most hotel 
and restaurant operators have 
sufficient bank connections to 
finance purchases when they lack 
ready cash. , 
Competition does not bother 
Buckelew’s. The nearest complete 
equipment store is a hundred 
miles to the east, and further than 
that in other directions: but these 
establishments, like Buckelew’s. 
are aggressive and push out into 
each others territories. Often, 
where a large installation is con- 
cerned, it is necessary to do com- 
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petitive bidding. But by keeping 
in constant touch with the trade, 
Buckelew’s gets its share of the 
business. 

“We rely principally on our 
trained sales and service force, 
our show room, and our complete 
stock,” said Cloutier. “We always 
try to create the impression that 
whatever it is that the hotel or 
restaurant owner needs, Bucke- 
lew’s has it. There is no substitute 
for knowing what’s going on in 
the territory, so often Mr. Hun- 
sicker or I make a trip around it. 
If we can see the customer first, 
that’s half the battle.” 

Also. the store employs two 
full time salesmen, who call on 
restaurants, hotels and _institu- 
tions within a radius of more 
than a hundred and fifty miles. 
In addition, a sales engineer is 
available to consult with owners 
of food and drink establishments 
and to help them choose the 
equipment for new places or for 
remodeling old ones. 

Though this line is big business 


now, it grew from small begin- 
nings. 

“Before the war,” said Cloutier, 
“this merchandise had _ been 


crowded onto the balcony. During 
the war, of course, we could get 
little. if any, new equipment, so 
we just coasted along, selling out 
what we had and seldom getting 
more. John E. Hunsicker, Sr. be- 
came president, and his son, John 
E.. Jr.. started as store manager. 


Since the son had worked for a 
hotel and restaurant equipment 
firm in the North, it was a 


‘natural’ for him. 

“Very soon after his arrival, he 
decided this department would be 
his ‘pet’, and when a machine 
shop next door became available. 
he grabbed it. It is now the hotel 
and restaurant equipment de- 
partment here,”’ he said, pointing 
to the 8.000 square foot section. 


Athletic Equipment 


(Continued from page 59) 


tinued, “I call on the teachers 
personally. Often they need equip- 
ment, but don’t know what to buy, 
and so keep delaying it. Then they 
welcome suggestions.” And being 
on friendly terms with the in- 
dividual teachers has still another 
advantage: some of them come in 
on Saturday with a list of gear 
the class needs. “And while they 
are in the store, they see other 


items they need for personal usc 
Crowell said. 

Pupils come into the store ofte 
having seen the catalog, and wish 
to make purchases of athletic 
equipment for themselves. At 
such times, especially if accom- 
panied by other students, the 
youngsters often get rowdy; but 
Crowell makes the best of it and 
waits on the students personally 

“T want to become acquainted 
with as many of them as possible,” 
he said. “They are going to be to- 
morrow’s best customers.” 


Electrical Fixtures 


(Continued from page 63) 


quiring a minimum of money in- 
vested. By keeping a limited selec- 
tion, the customers pick out their 
fixtures in a minimum of time 
without becoming confused as to 
what to buy. Frankly, we get tired 
of seeing and selling the same de- 
signs again and again, but these 
fixtures are new to the custome! 
who is buying them, and will con- 
tinue to be so—indefinitely.” 

Denny orders the same numbers 
again and again. When his store 
was visited recently, two fixtures 
had been sold off the display 
board. 

“We had no others in stock,” he 
explained, “and to oblige the cus- 
tomer, we took them off the dis- 
play board. We think it was good 
business. The customer wanted 
the fixtures immediately; we also 
wanted them for display purposes. 
But it was more profitable to 
please the customer than our- 
selves. We wart to impress the 
customer with the fact that he 
comes first, and we couldn’t do 
that by holding the fixtures for 


our own use when he wanted 
them.” 
Practically every fixture cus- 


tomer is a prospect also for small 


electrical appliances. “Sinc¢ 
handling fixtures,” Denny said, 
“our appliance sales have in- 


creased as much as 35 percent 
This is because people who go else- 
where to purchase their fixtures 
will return to the same place for 
their small appliances. And when 
you let your competitors handle 
what you do not handle, you are 
going to suffer the consequences 
Therefore, since we started handl- 
ing electrical fixtures, our Cus- 
tomers for this line will return to 
us for their small appliance pur- 
chases.” 
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best friends 
is a Salesman... 


It’s @ fact ...1 couldn't do business if it 
weren't for this jobber salesman friend of mine. 

I'll tell you why. 

I have to stock about 2500 items in my 
store. But sure as shootin’ a good customer 
will ask me for something I haven’r got. 

Take tie-out chains, for instance. They're a 
kind of seasonal item; I stock them in the spring 
—usually sell out every year. But occasionally 
there’s an “off-season” call for a tie-out chain. 


cco 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 





So what do I do? 

A customer wants a 30 foot galvanized 
Tenso No. 2/0 tie-out chain. I tell him I'll get 
it for him. I call up my friend, the American 
Chain jobber salesman. He gets me the chain 
—I make a sale, keep a good customer and 
everybody's happy. 

That’s one of the reasons I like to do busi- 
ness with the American Chain jobber. 


I can sell a complete chain line. 





‘Ks AMERICAN CHAIN DIVISION 
— AMERICAN CHAIN & CABLE 





max \Y )” In Business for Your Safety 
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Why these 









Handy-Pack =A 
Bolt Cartons © Hemdy Pecks contein the come 


have been standard for years. Cut 


are referred thread carriage and machine bolts 
eee have nuts attached as always. 


Certified 
Reshippable 





By Hardware Jobbers jecause the  **2'*4 with 

° nylon tape 
rugged Handy-Pack is a better product 
and an easier product for jobber salesmen 
to sell. Retailers go for the Handy-Pack... By industrial Distributors cuiceiene 
jobber sales go up. these rugged cartons can be handled or even 
dropped without breaking. They can be 
stacked fast and efficiently. They save time 
and labor in the warehouse. 


RUGGED HANDY-PACK 


CARTONS are made 
of corrugated board... 


with a certified bursting strength from 125 
to 200 Ibs. per sq. in. depending on bolt size. 
The cartons are packed in wooden boxes... 
can be ordered in carload or less-than-carload 
lots. Every carton is sealed with nylon tape 
-+-is certified reshippable. Tying and wrap- 
ping are eliminated when you reship them. 
By Hardware Stores because the cover Once you try rugged Handy-Packs, you'll 
can be used as a rugged open drawer in bolt never again want bolts in ‘paper’ cartons. 
cabinets. No opening cartons everytime you Enjoy all the advantages of the rugged 
make a sale. And you never have broken Handy-Pack by sending your bolt orders to 
cartons, spilled or mixed bolts. Buffalo Bolt Company. 


for this free circular on quantities 
WRITE and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


North Tonawanda, N. Y. 









Rugged open 
drawer 


Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp.. 50 Church Street. New York City 


PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS * NUTS « RIVETS AND SPECIAL FASTENERS 








Wallpaper 


(Continued from page 64) 


traverse rods, pleaters, tie-back 
drapery pins, weights and ring 
are sold. Mrs. Baites custom orde 
traverse rods for large pictu 
windows for customers who othe: 
wise would not be able to obtai 
this small-demand item in Pula 
ki. 

Regardless of how trifling th 
customer’s problem may be, Mrs 
Baites puts every effort into solv- 
ing her particular decorating prob- 


lem, and gives the housewife 


every possible decorating service 


Recently, a customer had to leave 


town suddenly, just as the deco 
rating of her home was getting 
underway. The harried housewife 
telephoned Mrs. Baites and asked 
her to look after the decorating 
job in her absence. Mrs. Baites 
hired the paperhangers and paint- 
ers, went into the house, and 
directed the whole operation. Be- 
fore the housewife returned, the 
job was completed. 

Besides being profitable in it- 
self, the home decorating depart- 
ment helps to move a large volume 
of paints, decorating tools and 
cleaning supplies. As the customer 
comes out of the decorating room, 
she sees a display of home clean- 
ing and repair items on her left, 
and on her right a solid bank of 
paints, shellacs, varnishes and oth- 
er painting supplies. Along the 
same aisle are displays of lighting 
fixtures, mirrors, pictures and 
decorative wall brackets. 

Mrs. Baites does not leave tne 
sale of these items to chance 
Along with drapery and wall- 
paper, she suggests the related 
items, and if the customer seems 
interested, turns her over to Mr 
Baites or one of the salesmen. The 
system is successful in producing 
additional sales, and seldom does 
a home decorator leave the Baites 
store without an additional pur- 
chase under her arm. 

Recently, Mrs. Baites followed 
through on a sale of modern-de- 
sign wallpaper by getting an or- 
der from the customer for several 
floor and table lamps. Mr. Baites 
recently suggested—and sold— 
red-trimmed kitchen furniture to 
a customer who had just pur- 
chased wallpaper which had red 
elements in its design. 

The reverse is true also, when 
the sale of wallpaper and drapery 
results from an initial sale in some 
other home improvement line. 
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COLORFUL COUNTER DISPLAY BOX WITH GAY 
HOLIDAY GIFT WRAPPING WILL GIVE YOU 


SO HANDY 
jor 
WOME USE/ 


e Here is smart, effective, test-proved 

display help right at the point of sale that will 
ring-up money-making extra gift business for you 
this Christmas-time. Colorful box flags down 
customers ... combines illustrations and 
descriptive details to tell a complete 
selling story. Gay holiday wrap- 
ping lends a festive touch... 
marks this amazing little torch 
as a practical gift item with 
genuine appeal for the hobbycraft 
worker or home mechanic. Plan 
now to use these merchandising 
aids for eye-catching display 

on island tables... in windows 
-..at other strategic shopper- 
traffic areas. 


Box has die- 
cut tray to hold 
torch firmly in 
place. Simple fold- 
ing a quick, 
easy set-up for display... 
gives billboard punch to selling 
message. Sides are illustrated to 
show typical uses of torch. Box meas- 
ures 7” x 5-1/2” x 4-1/4” (closed). 


See your jobber for full details... 


NEW LITTLE TORCH IDEAL FOR HOME WORKSHOP, 
HOBBYCRAFT WORK, LIGHT SHOP WORK, THE 


OCCASIONAL USER You will be surprised to know that this half-pint torch pro- 
duces 1700° F. temperature which practically equals a standard size torch @ Ideal for home 
craftsmen, hobbyists, or those engaged in light shop work @ Complete with soldering iron 
rest and windshield @ Simple in design, yet has high-polished seamless drawn brass tank 
with concave bottom @ Tank base is 3-1/2” to eliminate tipping @ Fuel capacity is 7-1/2 
ounces, burns 3-1/2 hours when full open @ A self-pressure type torch... pressure is sup- 
plemented by brass wire—interwoven with the wick—which conducts heat from burner into 
tank @ No. 59 burns gasoline; No. 60 burns alcohol @ Soldering iron not included with torch. 


THE TURNER BRASS WORKS 
i svyeawonr Qg urriwers _| 
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NOW ELECTRIC DRILL BITS BY GREENLEE 





TO MEET A BIG NEED... BUILD EXTRA SALES FOR YOU 


Again GREENLEE leads out with the newest in tools to match 

the tempo of today’s more efficient building methods. These new 
GREENLEE Electric Drill Bits meet a great need of carpenters 

and other woodworkers using “-inch electric drills for boring /2-inch 
or smaller holes in soft or hard wood. They fit electric drills perfectly, 
stand up under long hard work, do the job quickly 

and smoothly . . . replace old makeshift methods, provide the 

“right tool for the job.”’ Solid-center twist; single-cutter, 
extension-lip type head with outlining spur; no pressure required. 
Destined, we believe, to become “standard equipment” 

for skilled craftsmen everywhere. Available in sets of five, packaged 
as above, or in individual sizes. Ask your jobber or write 

Greenlee Tool Co. for details and prices. 






TOOLS FOR CRAFTSMEN 


GREENLEE 


STOCKED BY LEADING WHOLESALERS 








Women’s Trade 
(Continued from page 58) 


Electric items have been most 
popular at Haring’s. “There is al- 
ways a steady demand for electric 
mixers, juicers, waffle irons, cof- 
fee makers, toasters, etc. And 
these are bought by regular cus- 
tomers as gift items. They should- 
n't be overlooked in setting up the 
housewares department.” 

However, Haring warns against 
trying to pressure women cus- 
tomers into buying these items 
“A woman customer will know 
what she wants and will recognize 
it when she sees it,” he said. “Your 
customer may be thinking of a 
roaster to handle a 20-pound tur- 
key, and it would make you feel 
a little silly to talk and recom- 
mend a smaller size, after you 
found out about it. Too, if you 
don’t know the different charac- 
teristics of different utensils, your 
customer probably knows those 
that burn the bottom of the cake, 
but are quite all right for othe 
purposes. 

“In the long run, you will learn 
women rely on their own judg- 
ment and experience when it 
comes to selecting their house- 
ware. So buy the best, and it will 
always sell itself!” 


Fencing 
(Continued from page 61) 


move fencing already installed, he 
uses the wire stretcher for a small 
rental fee. 

The owners of this prosperous 
little store believe in giving extra- 
ordinary service on everything 
they sell, especially on the major 
lines they feature—lines that are 
allied with fencing. 

The sales of bolts, a profitable 
item here, accounts for an im- 
pressive volume. Many times a 
day the owners or a salesman are 
reaching into the long tiers of bins 
for bolts, in sizes ranging from 
44-inch to 24 inches. Among the 
largest users of bolts are big 
plantation or ranch owners. Bolts 
are sold also to many of the farm 
machinery dealers who have se- 
lected this part of the city for 
their plants. 

To serve all classes of cus- 
tomers, including loggers, indus- 
trial workers, and individuals 

Having won a reputation for 


The Greenlee Line also includes: Auger Bits * Expansive Bits * Bit Extensions * Chisels and supplying just about any kind of 
Gouges * Turning Tools * Draw Knives * Automatic Push Drills « Spiral Screw Drivers and bolt needed in this area the own- 
many other high-quality tools. Greenlee Tool Co., 1830 Herbert Avenue, Rockford, Illinois. ers now regard bolts as one of 
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No need to tell you about the tremen- 


SAVAGE 
Model 99-EG 


Hi-Power Repeating Rifle 
Lever Action 
Cals: .250-3000 and .300 Savage 


dous popularity and consumer demand for 
the famous Savage Model “99”. It’s today’s 


most wanted hi-power rifle. 


We are doing all we can to keep up 
with this demand to the extent of our pro- 
duction facilities. We are allocating Model 
99’s to our distributors throughout the coun- 
try. Shipments are being made continually — 


so, orders placed with your jobber are con- 





SAVAGE 
Model 340 


Hi-Power Repeating Rifle 
Bolt Action 
.30-30 Cal 


stantly nearing delivery. 






MODEL 340-42 


Here's the bi-power value of the Savage line 
—the newly redesigned bolt action Model 340 in 
.30-30 cal. (also in .22 Hornet Cal., designated as 


EVERY MONTH... 


it pays to feature the Guns of the 
Month. Write for the new Savage 
Sales Handbook. It makes your 
tie-in easy ... contains detailed 
specifications, hi-light selling fea- 
tures of all Savage, Stevens and 
Fox models. It’s an attractive 
display piece in itself...a real 
selling tool, every month. 
SAVAGE ARMS CORPORATION 
Firearms Division 


Chicopee Falls, Mass. 


Model 342). It’s a profit-building sales leader, 


priced within the reach of every shooter. 


SAVAGE 


SAVAGE STEVENS + FOX Rifles and Shotguns 





SAVAGE * WORCESTER Power and Hand Lawn Mowers 
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Clinton Hardware Cloth was the leader in the field when, 
in 1856, the first wire-weaving power looms were in- 
vented in our Clinton plant. And today Clinton Brand is 
still a leader in sales and tops in quality. 


Clinton Hardware Cloth is hot galvanized after weav- 
ing to insure greater strength at intersections. It is rust- 
resisting, uniform in mesh and width, unrolls flat, and is 
easy to handle. 


The wide field of use- 





Clinton Hardware 
Cloth is made in ac- 
cordance with U. S. 
Dept. of Commerce 
Standard CS 
132-46 and is fur- 
nished in widths of 
24", 30", 36" and 
48". Supplied in 
steel-banded rolls 
of 100 ft. Standard 
meshes— 2x2,3x3, 
4x4 and 8x8. 





fulness of Clinton Hard- 
ware Cloth will pay off in 
added sales, increased 
profits and satisfied cus- 
tomers. Order a supply 
from your jobber and 
give it a prominent spot 
in your store, 





1S... see0SEees 


Other famous Wickwire Hardware Products include: Gold Strand Insect Wirc 
Screening, Clinton Hex Mesh Nettings, Perfection Door Springs, Nails and Brads, 
Wissco Clothes Line. 


WICKWIRE SPENCER STEEL 


AMERICAN WIRE FABRICS CORP. 
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500 FIFTH AVENUE, NEW YORK 
Boston + Buffalo + Chicago + Denver + Detroit + Ft. Worth + Philadelphia 
Pacific Coast Subsidiary—The California Wire Cloth Corporation, Oakland 6, Cal. 






18, NEW YORK 





their most valuable traffic b: ild- 
ers. 

“Practically every impor ant 
user of fencing needs bolts fre- 
quently,” Crone pointed out. “It 
is easy and profitable for us to 
promote them together.” 

Next to the bolt-and-nut de- 
partment is the chain display. All 
chain cannot be displayed, but the 
owners make full use of the at- 
tractive display rack supplied by 
a leading chain manufacturer. 
This is put where the customer 
can see and handle the chain, in 
sizes ranging from dog chains to 
heavy logging chains. 

Behind the display rack popular 
sizes of heavy chain are shown in 
kegs and reels. If the customer 
does not see immediately what he 
wants, he asks for it, feeling sure 
that this dealer who specializes in 
chains will have exactly what he 
wants. 

About the first and the last dis- 
play that the user of fencing, bolts, 
or chain sees when coming in or 
leaving the store is the tool bar, 
placed just beyond the front door. 
Whether the customer is an ordi- 
nary customer or a craftsman, he 
frequently stops at the tool bar to 
look, if not to buy on the spot 


Other Displays 


Although thousands of dollars 
worth of fencing is sold annually, 
this bulky item does not crowd out 
more attractive displays. One side 
of the building, facing a vacant 
lot, is used for displaying field 
fencing, in all sizes from twenty- 
four inches up. 

Poultry, rabbit, and yard fenc- 
ing usually are displayed on the 
sidewalk, in front of the store. 

Surplus stock is carried in the 
warehouse in the rear of the dis- 
play area. Post hole diggers are 
stocked here also. 

Frequently, when the buyer of 
a large amount of fencing and re- 
lated items has finished his shop- 
ping in the store, he is invited to 
enjoy a cold soft drink from the 
dispenser in the middle of the dis- 
play area. 

“Giving away a nickel drink to 
a customer who buys many dol- 
lars’ worth of merchandise is 
cheap advertising for us.” Crone 
said. “The soft drink disnenser 
also is something of a traffic build- 
er. People come in to buy a drink 
because our dispenser is handy, 
and this definitely helos to draw 
some additional traffic to the 
store.” 
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HARDWARE + TOOLS + ELECTRIC TOOLS + STEEL STRAPPING - 
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MODERN, SPACE-SAVING 


STANLEY SLIDING DOOR HARDWARE 


Builders and home owners everywhere are using more 
and more modern sliding doors. Why? They save 
precious space! And their smart lines, smooth, 
quiet operation, and compact design add up to 
greater comfort and convenience. 

Get the most from this big new market by handling 
“Stanley” hardware. Modern design includes V- 
shaped track, simple screw driver adjustment after 
installation without removing trim. Every detail 
conforms to famous Stanley standards. Complete 
plans packed with each set. 


THE STANLEY WORKS, NEW BRITAIN, CONN. 


[ STANLEY | 
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There's exactly the right Stanley Hardware 
for all these installations—and many more! 
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Single door with pocket. 
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Single door mounted inside closet. 
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Double doors with pockets. 


Double doors mounted inside closet. 


=m 


Double by-passing doors. 





@e-2® 
i! 
= - om 
Three by-passing doors. 
o.-- —— + 
————— - ==! 
Four by-passing doors. 
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The owners believe that any 
item on which large volume is de- 
sired should be displayed promi- 
nently at all times—even itenis 
with as little glamor as bol 
chains, and field fencing. 

Crone settled on one item in his 
store that sells 200% faster be- | 
cause he always shows it wher 
customers can see it—that little 
barbed-wire stretcher; or, as it is 
sometimes called, the rope stretch- 
er. 

“That useful little gadget has 
proved to be an unusually popu- 
lar item,” he said. “We keep one 
handy in several different parts 
of the store, where a salesman can 
pick it up and tell the customer 
about its dual use as a barbed- 
wire stretcher and a meat-carcass 
hanger.” 


























Incentive Payment Plan 
(Continued from page 52) 


a 
: Speaking of : comes from this source, although 
* : Doge 
> : the heaviest volume still is pur- 
a: LE 7 Ofhio ¥ chased by contractors. 
2 ’ e Immediately outside this special 
: ; builders hardware room is a sec- 
tion devoted to displays of light- 
ing fixtures and other types of 
cabinet and wall hardware— 
merchandise also handled by the 
builders hardware department. 


. 
~ SH ee 





We know it’s a tough job to run a hardware store. What As explained by Brown, sales- 
with thousands of items to keep track of—and every men in the builders hardware de- 
_ . diff ck partment are paid a flat weekly ‘ 
customer demanding something different—it keeps a sclaiet sus 846 eeseeet of anaes 
man hopping. sales above their monthly quota 
; : This is somewhat less than the 5 ; 
But here’s one thing you can take comfort in. Your bolt percent commission received by , 
and nut stock will never demand extra work and atten- salesmen in other departments 
ae ” . However, builders hardware sales- 
i ” al- 2 
tion. Bolts and nuts are “necessity items” that practic Guick satin a odaeie Gis tte 
ly sell themselves. They return a comfortable profit— on a percentage of the profit made 
without extra ballyhoo or “mark down” sales. by bar department over a year's 
period. / 
What’s more, to make your job still easier, Lamson & — 
Sessions provides many merchandising aids—bolt cabi- Promoting Tools 
nets, reference lists and counter display units. (Continued from page 55) 
Ask your jobber about them. that reminds women to equip thei 


homes with the finest of tools. 
Repairs for tools are made in 


THE LAMSON & SESSIONS COMPANY the store by the service depart- 
General Office: 1971 West 85th Street, Cleveland 2, Ohio ment, which supplies repair parts 


Plants at Cleveland and Kent, Ohio * Chicago * Birmingham oe of the power and hand 
ools sold. 


A large, complete display ol! 
wooden handles of all kinds is 
shown in a convenient spot, where 
the customer often pauses to serve 


(WARD ARE SALES HE LPs y himself. 


The paint department profits 
Pont P : greatly through the promotion o! 
that, te tools, for the user of tools often 


needs paints. Thus, tool customers 
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SEE your Jobber NOW... 
GET the ATKINS CHRISTMAS PACKS 
you and your customers want! 






Your jobber has the complete package deal that 
every man and boy is eager to get — genuine 
ATKINS “Silver Steel’’ saws in eye-compelling Christmas 
boxes!... Ask your jobber for details—he has the right 
selection for you!...Special Christmas display stands 
and window banners!...Act NOW!... Get in 
touch with your jobber at once! 










in a + 9 
p Pane wr Ss 


E. C. ATKINS and COMPANY 


Home Office and Factory, 425 S. Illinois St., Indianapolis 9, Ind. 
Branch Factory: Portiand, Ore., Knife Factory: Lancaster, N. Y. 
cimS ALWAYS anEaD Branch Offices: Atlanta + Chicago * New Orleans * New York 
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usually are asked if they need 
paints, and frequently they re- 
spond by making a second pur- 
chase from the paint department. 

Two other lines which protit 
from the promotion of tools are 
builders hardware and _ roofing. 
Samples of builders hardware are 
displayed between the tool and 
paint departments. These include 
a variety of hinges, lock sets, and 
other such items. 

In its advertising, the store often 
promotes house repair and main- 
tenance, along with its promo- 
tions of tools, paint and roofing 

A daily advertisement, measur- 
ing two inches over one column, 
is run in the local newspaper on 
tools. This space is changed once 
a week to cover different items. 
Sometimes only one item is fea- 
tured—a tool at a special price, or 
a “home set,” consisting of tools 
most frequently needed about the 
house, Again, the space is devoted 
to telling about quality tools of all 
kinds. 

Shaddock uses imagination in 
selling and promoting tools. One 
of his favorite window displays is 
built around the “home set” of 
good tools, with appropriate cards 


urging the use of adequate tools in 
home maintenance. 

Tools, Shaddock emphasizes, 
have as much glamor for many ol 
his customers as sporting goods. 
And often the same man whose 
eyes light up over a fine rod and 
reel grows equally as enthusiastic 
over the fine power tools and hand 
tools that are made specially at- 
tractive through thoughtful dis- 
play and promotion. 


Paint Promotion 


(Continued from page 56) 
of value. 

“A lot of farmers are in the 
market for paint of some type,” 
Pounds continued, “or else their 
wives are, but these people often 
are too busy to make up their 
minds as to just what color they 
want, or exactly what part of the 
property should be painted first. 
That’s where the booklets come in. 
They help these people make a 
decision, or at least assist them in 
obtaining a clearly defined idea 
nf what they want.” 

Then, too, Pounds said, the 
booklet suggests many additional 
uses and advantages of paints 
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If there's one tool where steel spells the 
difference between satisfaction and strong 
language . . . that tool is a Bow Saw. That's 
why generations of men who knew, looked 
for the world famous “Fish & Hook” Trade 
Mark on the Bow Saws they bought. In this 
respect times haven't changed, because there 
is only one Sandvik Swedish Charcoal Steel 
quality . . . the finest! That means a keener 
edge, faster cutting, longer lasting, and less 
sharpening. Naturally, such blade superiority 
deserves the best jn frames, and it gets just 
that in Sandvik Bow Saws. In the Model #8, 
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designed for heavy bucking, the frame is of 
seamless Swedish Steel tubing for extra 
strength and light weight. It is equipped with 
@ tension lever for easy blade insertion, and 
Sandvik’s patented ring blade fastener. 
There's a Sandvik Bow Saw to meet every 
customer's requirements. The “Fish & Hook” 
trade mark is his assurance .. . and yours 


.. . of true Bow Saw value. 





SANDVIK 
SAW & TOOL CORPORATION 


47 WARREN ST. NEW YORK 7, N. Y. 








which add up to greater sales 
this department, plus more store 
traffic and allied sales of brush« 
linseed oil and turpentine. 

Over-estimation of the cost 
painting is a major factor in r 
stricting paint sales, he believ: 
Many of the booklets which | 
distributes detail the cost of paint- 
ing houses and rooms of specifi 
dimensions, or give reasonable 
estimates of the cost. These figures 
sell more paint, because rural res 
dents are convinced that painting 
is not beyond their means. 

Pounds sells all types of paint 
to farmers and farm women, in- 
cluding tractor and barn paints, 
and a limited amount of fence 
paint. His leading seller to rural 
customers is outside white. For in- 
side jobs, ivory moves in the 
greatest volume. 

“Farmers do their painting in 
gradual stages,” he revealed, “but 
once they get started, they often do 
a complete job, although it may 
be spread over several years. They 
usually begin by painting the out- 
side of their house. Later they 
paint the kitchen, then touch up 
the parlor and other rooms in the 
house at a later date. 


v7 


Farmers Buy Paint 


“Farmers will buy a lot of paint, 
if paint is promoted to them cor- 
rectly. They have all the uses fo! 
paint that a customer in town has, 
and many more besides. They use 
paint for covering barns, out- 
houses, tractors, farm implements, 
fences and numerous other items 
on the farm. They always want 
the best quality paint, and that 
means a larger profit. Most of my 
new paint customers eventually 
become repeat customers.” 

It is not difficult to sell paint to 
farmers, Pounds pointed out. “In 
fact, farmers are easier to sell than 
most other types of customers. I 
can sell many farmers additional 
paint while they are in the store 
by suggesting possible painting 
projects which might need to be 
begun at the current season. These 
customers usually have their 
minds made up before they come 
in, and if they haven’t, they decide 
quickly which paints they want.” 

In regard to farm women as 
paint prospects, Pounds’ advice is, 
in effect: “Don’t sell yourself short 
here!” 

This store sells paint to farm 
women the year-round. Their 
preferences are about the same as 
their urban neighbors. 
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Lawn Patrol Power Mower 


4-Cycle Engine 
21-inch Cutting Width 





.»- 9107.50 


Plus Freight 


JOHNSTON LAWN MOWER CORPORATION 


Ottumwa, lowa 
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R. J. Wiemer, Lamson & 
Sessions Executive, Dies 


Ralph J. Wiemer, assistant general 
manager of The Lamson & Sessions 
Co., 1971 West 85th St., Cleveland 2, 
Ohio, died of a heart attack in late 
July while vacationing at Sault Ste. 
Marie, Michigan. Mr, Wiemer was 54. 

With his wife and some friends, Mr. 
Wiemer had left Erie, Penn., several 
days previously for a cruise aboard 
the lake freighter Harry W. Croft. 
The steamer was locking through the 
Soo when Mr. Wiemer collapsed. 


s) 


PE 





R. J. Wiemer 


Mr. Wiemer began work 36 years 
ago for the old Kirk-Latty Mfg. Co. 
When that concern merged to become 
a part of The Lamson & Sessions Co., 
he remained with the company, and 
in 1940 was made assistant sales man- 
ager. 





Barnard Named President 
Of Lufkin Rule Company . 


Directors of the Lufkin Rule Co., 
Saginaw, Mich., have announced a 
change in the firm’s management, 
with the elevation of Lewis Barnard, 
Jr., to the position of company presi- 
dent, succeeding Robert G. Thomp- 
son, who becomes chairman of the 
Board. 

Mr. Barnard joined the Lufkin firm 
in 1932, working in the engineering 
department two years before his 
transfer to the sales department. He 
was assigned a sales territory until 
1941, when he was called back for 
inside work as Lufkin’s priorities su- 
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Lewis Barnard, Jr. 


pervisor during World War II. 
In 1946 he was appointed vice pres- 
ident. 





Sargent Appoints Duff 
General Sales Manager 


J. Bryer Duff, assistant general 
sales manager at Sargent & Co., New 
Haven, Conn., for the past eight 
years, has been promoted to the post 
of general sales manager, according 
to an announcement by C. F. Sargent, 
president of the New Haven lock and 
hardware manufacturing firm. 

Mr. Duff will head sales and mer- 
chandising development and continue 
the firm’s program for improving its 
packaging and distribution proced- 
ures, He is a charter member of the 
American Society of Architectural 
Hardware Consultants. 





J. B. Duff 


Mr. Duff succeeds Henry T. Bourne 
who recently resigned to assume the 
presidency of Montgomery & Craw- 
ford Co. in Spartanburg, S. C. 





Waddle to Manage Atkins 
Mill Supply Sales ...... 


E. C. Atkins & Co., Indianapolis, 
Ind., saw manufacturers, announces 
the appointment of H. (Pete) Waddle, 
manager of their New Orleans office, 
to the position of Manager of Mill 
Supply Sales, with headquarters in 
Indianapolis. 





H. Waddle 


Mr. Waddle has been with the com- 
pany for many years and is widely 
known throughout the South in saw 
mill trade circles. 

The New Orleans office was closed 
as of September 29, and all activities 
of that office will be transferred to 
Indianapolis. 


Western Fishing Line 
Assures Quality Product 


Despite its wartime conversion to 
the production of military products, 
Western Fishing Line Co., Glendale 
4, Calif., recently promised fishermen 
continued production of its quality 
Western Hot-Stretch fishing lines. 

In an advertisement which recent- 
ly appeared in the Los Angeles 
Times (and which is reproduced else- 
where in this issue of SOUTHERN 
HARDWARE), David Lippey, president 
of the company, announced that the 
government had _ requested that 
Western Fishing Line Co. give 
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Yes, greater profits from window glass are yours 
for the asking. Here’s all you have to do: 


1. Move your window glass right onto your selling 
floor—stock it, merchandise it, cut it right there! 
You'll be amazed at the way your sales will in- 
crease. People buy what they can see. 


2. Put in timely window displays of glass and 
associated items—putty knives, putty, a glass 
cutter and pliers. L-O-F’s tested merchandising 
aids will help you: window streamers, the illumi- 
nated sign, counter cards, etc. Ask your L-O-F 
distributor how to obtain these. 


3. Build up adequate stocks of easier-cutting, easier- 
selling L‘O-F Window Glass (the kind with the 
famous nationally advertised trademark). Your 
L-O-F distributor will be glad to tell you the 
fastest-selling sizes in your locality—and the 
quantities he recommends your stocking. 

4. Use the handy coupon below to get your free copy 
of our helpful book, “For Greater Window Glass 
Profits”. In it you'll find many valuable hints on 
how to cut window glass properly, how to build a 
display storage rack, how to merchandise glass. 
No obligation, of course. Libbey “Owens: Ford Glass 
Co., 18105 Nicholas Building, Toledo 3, Ohio. 
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ol a Gnedl Name te GLASS 


T 








Free! 


Write for 
your copy of 
this helpful city 
book TODAY. 
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LIBBEY-OWENS-FORD GLASS CO., 18105 Nicholas Building, Toledo 3, Ohio 


Please send my copy of “For Greater Window Glass Profits”. 


COMPANY NAME 


Please Print 


STREET ADDRESS 


POSTAL ZONE STATE 


YOUR GLASS DISTRIBUTOR 


REQUESTED BY 
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Wade only by 


CHAMPION 
DEARMENT 





And who wouldn't? For Channellock 
liers are the finest to be bought. . . or sold. 
hannellock pliers have been known for years 

as a highest quality tool— made by Champion 
DeArment, long recognized as synonomous 
with quality and craftsmanship. 

Check the features — Longer Wearing, 
Closely Spaced Adjustments, No Wear on the 
Joint Bolt, Self Cleaning—these plus the skill 
and experience of more than 65 years make 
Channellock Pliers outstanding. 

hen your customer relies on your judg- 
mont you can recommend Channellock pliers 
proudly. Hand him Channellock and he'll buy. 

And remember, ONLY Champion DeAr- 
ment makes Channellock. Send for Catalog 
D3 today. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 
Channellock pliers are listed in the 
Yellow Pages of most Telephone 
Directories under ‘‘Tools’’ 


82 








preference to the production of es- 
sential military needs, thus reduc- 
ing the firm’s production of fishing 
lines. 

Mr. Lippey requested in the ad 
that the public buy only its current 
needs in fishing lines and promised 
continued production, though cur- 
tailed, of the firm’s quality line of 
tackle. 





H-I Holds Annual 
Sales Conference 


At the recent annual sales confer- 
ence of the Horrocks-Ibbotson Com- 
pany, Utica, N. Y., salesmen from 
coast to coast viewed the company’s 
new fishing tackle line, discussed 
policies for the new sales season, and 
listened to national advertising and 
promotional plans. 





R. H. Balch 





E. D. Ibbotson 


Richard H. Balch, president of the 
company, stressed the quality and 
saleability of the firm’s new line, 
with particular emphasis on H-I Pow- 
er Glass rods. He pointed out that the 
40 new numbers in the fishing tackle 
line, in both tubular and solid glass, 
had been designed, engineered and 
built in H-I’s own plant. 

E. D. Ibbotson, with more than 50 
years background in the fishing tackle 
industry, also addressed the group. 

Clinics were held on glass rods, 
split bamboo, steel rods, samples, 


reels, and credits. Inspection tours of 
the plant, including a_ step-by-s 
demonstration of H-I Power Gl 
rods manufacture, were included 
the conference program 


ao 


SSIRCO Names Partridge 
New Orleans Branch Mgr. 


Selden S. Partridge, Jr., has be« 
appointed manager of Southe 
States Iron Roofing Company’s plant 
in New Orleans, La. He repla 
John P. Starnes, who was recently 
promoted to district sales manag: 
in Nashville, Tenn. 


S 





S. S. Partridge 


Mr. Partridge joined SSIRCO in 
1947 as purchasing agent of the Bir- 
mingham, Ala., plant. Later that year 
he was promoted to purchasing agent 
for the entire company. 


Savage Expands Sales 
Coverage, Activities . . 


Lawn Mower Division, Savage 
Arms Corp., Chicopee, Mass., has ex- 
panded its sales activities and an- 
nounced new changes in territorial 
representation, according to A. W 
Schenck, sales manager. Marked in- 
crease in business necessitated the 
expansion. 

Additional states have been added 
to the territories of J. A. Leahey and 
Fred Williams. Paul A. Shepherd, for 
merly representing only the Arms 
Division, will now serve Savage in 
the sale of both sporting arms and 
lawn mowers. His territory will cover 
Nebraska, Kansas, Oklahoma, Arkan- 
sas, Texas (except El Paso), Missouri 
(except St. Louis), and Louisiana 
(except New Orleans and Monroe), 
Mr. Schenck said. 

The Lawn Mower Division recently 
issued its new price list for the 1950- 
51 lawn mower season. Several im 
provements have been made in the 
line, particularly in the 18-inch pow- 
er mower, it was announced, and 
Savage expects to announce a new 
rotary power mower in the early 
Fall. 
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NATIONALLY ADVERTISED 


RETAIL PRICE 


$1295 


Complete with 









FOR USE WITH 


GEM DANDY ELECTRIC Cid 





DANDY 


ay 


exectric CHURN 


MODEL 4-QT—A SENSATIONAL 
VALUE 


Churns up to 3 quarts of heavy cream or whole milk in a few 
minutes. High quality, heavy-duty, slow-speed motor with 
chrome steel housing. Aluminum shaft and dasher—detach- 
able and adjustable. Here’s a fast moving big profit item that 
practically sells itself. 


RECOMMENDED DEALER'S COST $8.63 





DELUXE AND STANDARD MODELS 


=. with new, improved, cool-running motors are 
adjustable to fit owner’s crock or jar up to 6 
gals. Most customers prefer Gem Dandy Duraglas 
3 or S-gal. sizes. List price 3 and 
Recommended Dealer's cost $1.65 


containers in 
$-gal., $2.75 











IE | CIN acisecinsssisinidonitaiiinisiceticiiianl $19.95 

“a Recommended Dealer's Cost.............. $12.49 
| | STANDARD MODEL $16.95 
— Recommended Dealer's Cost.............. $11.02 


ORDER TODAY FROM YOUR DISTRIBUTOR. 
ALABAMA MANUFACTURING CO. 
Dept. A-168, Birmingham 3, Ala. 
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... to suggest replacing old screen 
with the 


NEW NOW STAINING STRONG LONG LASTING 


ALUMINUM WIRE SCREENING 
Woven of 


ALCOA ALCLAD ALUMINUM 


to U. S. Department of Commerce Specifications 
by these leading manufacturers: 


= 


New York Wire Cloth Company 

Pacific Wire Products Co., Inc. 

Pennwoven, Inc. 

Spargo Wire Company, Inc. 

Standard Wire Cloth & Screen Co. 

Reynolds Wire Company 

Wickwire Brothers, inc. 

Woven Wire Fabrics Division 
(John A. Roebling's Sons, Co.) 


American Wire Fabrics Corp. 
Chase Brass & Copper Co. 
Clinton Wire Cloth Company 
Cyclone Fence Division 
(American Steel & Wire Co.) 
Hanover Wire Cloth Company 
Heilig Bros. Company, Inc. 
The C. O. Jelliff Mfg., Corp. 
Keystone Wire Cloth Company 


FREE FOLDER TELLS HOW! 


Your customers will appreciate the 
interesting facts on aluminum screen- 
ing—the easy rules to follow when 
replacing old screening in present 
frames—contained in this folder. If 
your supply is exhausted send today 


J aa || for additional copies. Write: ALUMINUM 
"SCREENING COMPANY OF AMERICA, 1419K Gulf 
ae Building, Pittsburgh 19, Pennsylvanio. 


SCREENING MADE FROM “ens: <= 
ALCOA 


i) £ sgt 


wah 


ALCLAD ALUMINUM 


ALUMINUM COMPANY OF AMERICA 
1419K Gulf Building + Pittsburgh 19, Penna. 
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Build Your Sales 


WITH THE 


op Performer in 


6 5aWS 


List 


$6950 


With metal 
carrying 
case 
$77.00 


You get maximum profits with the Fred W. Wappat 6” 
MAXAW because it gives your customers maximum per- 
formance! Capacity is 2%," square cut, 1754,"at 45°. Accurate 
depth and bevel adjustments are built-in! The MAXAW rips, 
trims, adapts as table saw, cuts transite, stone, brick, siding, 
etc. 

MAXAW is the quality 6” saw, but it's competitively 
priced, and backed by hard-hitting advertising to builders, 
hobbyists, etc. Dealer sales aids—counter cards, literature, 
ad mats, etc., are available FREE. 

Write today for the full dealer story on the MAXAW, the 
6" saw you sell because it gives the customer superior per- 
formance and service. 









Model 
A-9"" 
List: 
$155.00 


Users say these are the finest large 





capacity saws made Highest qual 
ity. powerful. trouble-free. they're 
priced to sell to any of your builder 
customers. Field-proven design and 
iction give them the extra de 
bility that profit-minded build 
demand. Backed by national ad 
vertising and dealer sales aids that 
cost you nothing. Write today for full 
dealer information 


Talk to a man who uses a Fred W. Wappat Sey, 
25 YEARS’ EXPERIENCE BUILDING FINE ELECTRIC HAND SAWS 








Tred lL Lappal, Inc. 


163 Valley St., Mayville, N. Y. 
(on Chautauqua lake) 
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Nationally Advertised 


HUNTING CLOTHES 


by RED HEAD 
DRY BAK 


A complete line for top features and 













profits in hunting clothes. 


GUN CASES 


to fit every demand . . . the finest in 









genuine leather...woolskin... plastic 


and canvas. 


CLEANING ACCESSORIES 


Complete Shot Gun and Rifle Clean- 
ing Kits... Rods ... Brushes .. . Oil 








. . « Greases and Solvents .. . every- 





thing to keep the gun in tip top shape. 





The Sutcliffe inventory of nationally adver- 
tised items assures you of Prompt Service 








-»+ Maximum Turnover and Real Profit. 


We Install 
POLY CHOKES 
CUTTS COMPENSATOR 
WEAVER CHOKES 
Quick, 
Dependable 
Service! 


Senebiag> 























COMPANY, INC. 


LOUISVILLE 1,KENTUCKY 
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WHOLESALER NEWS 





Sirohm Observes 70th 
Anniversary with Belknap 


On August 9 this year, Frank 
Strohm, 89, observed his 70th anni- 
versary with Belknap Hardware & 
Manufacturing Co. of Louisville, Ky. 


When asked to pose for a _ picture, 
Assistant Buyer Streohm quickly 
climbed the steps from the llth to 


the 12th floor to get his coat (the ele- 
vators are too slow for him, when he’s 
in a hurry), and sat down behind the 
president’s desk for the first time in 
his 70 years of employment. 

Luther Stein, vice president of the 
old cencern, described Mr. Strohm as 
a “rock” and said: “He comes in at 
eight on the dot each day and brings 
his lunch, as he has for 70 years, and 
leaves on the dot at five. He’s doing 
the same job on tool specifications 
he has always done, and it’s good for 
the young men to know that Mr. 
Strohm has been here for 70 years.” 

Mr. Strohm joined the firm seven 
decades ago, when he was 19. At that 
time, there were only 20 employees, 
and he spent his first day “loading a 
whole sidewalk full af small nails.” 
His salary was $40 a month, and he 
married and had four children, one 
a daughter, with whom he now lives 

When Mr. Strohm became sick sev- 
eral years ago, the company offered 


to retire him, but his daughter ad- 
vised, “Don’t do it. He wouldn’t 
know what to do without his job.” 





For the first time in his 70 years 
ware & Mfg. Co., Frank Strohm, 


So Belknap just lightened his work 
load. 

No special plans were made [cr the 
veteran employee’s 70th anniversary. 
He was given a watch 20 years ago 
and was so embarrassed the company 
decided not to fluster him again. “He’s 
very retiring,” Mr. Stein pointed out. 

When asked if he hoped to see an- 
other decade of employment, Mr. 
Strohm touched his white mustache 
and replied: “Life is so uncertain.’ 


F. H. Jackson Begins 66th 
Year with King Hardware 


“Colonel” F. H. Jackson is starting 


his 66th year of service with King 
Hardware Company of Atlanta, 
Georgia. Now 80 years old, Mr. 


Jackson began work when he was 14 
and was the second employee of the 
company. He has had no other occu- 
pation than with King Hardware Co. 


Sheffield Co. Appointed 
Crane Distributer ... . 


Sheffield Hardware Co., Americus, 
Ga., recently was appointed distribu- 
tor in Southwest Georgia for the 
Crane line, with Frank Easterlin as 
manager of the department 

Jean Wise, new city 
gan his duties August 1. 


salesman, be- 





of employment with Belknap Hard- 
89, sits behind the president's desk 
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G*B WIRE FABRICS 





- PERMA-NETTING 
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New and Better 2°’ Poul- 
try Netting 

@® Easier to erect — Just 
Hang It — No Stretching 

® Longer lasting 18-34 ga 
at price of ordinary 20 
ga. Galv-AFTER 

@ Greatest improvement in 

poultry wire in 50 yeors 


PERMA-GARD 


WELDLID (4£S¢ 
Fen i 















e Stiffer and Stronger — 
Wire has greater tensile 
strength 

Galvanized After Weld- 
ing — Lasts years longer 
-~No burned intersec- 
tions 

Flush trimmed at angle 
for smooth edges 

Also Galvanized Before 
Welded Fabric where longer 
life is not a factor 


HEX 
NETTINGS 


e@ Complete variety of 
both Light ond Heavy 
Grades to suit every net- 
ting purpose 


“*% “ HARDWARE 


~ MO 


@ Full range of mesh — in- 
cluding popular grades 
of Heavy Cloth to fit all 
applications 

@ Most modern equipment 
for hot dip galvanizing 

produces brighter faster 

selling fabric with long- 
est lite 


— Tae 
= W Bcuie 


In Three Price Classes 















r ® Acme — Electro-Galvan- 
\ ized Cheapest first cost 
‘ @ Bronze — Bright and An- 


tique High first cost but 
longest life 

@ Pearl — Richly beautiful 
and durable. A plastic 
coated screening of a 
medium price 


Most 
COMPLETE 
LINE OF - 

WIRE FABRICS 
Made by One 


Manufacturer. ei) 


On 









THE 
GILBERT & BENNETT 
MFG. CO. 


GEORGETOWN, CONN e BLUE 
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Wyatt Shuns Retirement, 
Begins 65th Work Year .. 


(Uncle Pat) Wyatt, secretary 
of vob P. Wyatt & Sons, Raleigh, N. 
c., hardware and farm _ supplies 
wholesalers, began his 65th year ol 
work with the tirm on August 1, by 
reporting to work as usual. 

When members of his family sug- 
gest that he retire or take a less active 


oe 


interest in the business, Mr. Wyatt, 
now 85, reminds them that he has 
“done nothing but work since I was 


15 years old” and that he has no in- 
tention of retiring as long as he is 
able to work. 

Once a year Mr. Wyatt takes a one- 


week vacation to visit with his 
daughter in Durham or _ perhaps 
spend some time at the beach. A son 


lives in Raleigh, while his wife died 
in 1940. When asked why he does not 
take up fishing or some other hobby, 
he says that his hobby is work and 
that it takes all his attention, in ad- 
dition to yielding rich dividends, both 
in friends and financial returns. He 
puts in a full day of work before go- 
ing home to his apartment, where he 
lives alone and likes it. 

Mr. Wyatt joined the firm, formed 
by his brother, Job P. Wyatt, on 
August 1, 1886. At that time the busi- 
ness, Which was founded in 1881, was 
known as Wyatt and Taylor. In 1891, 
Job P. Wyatt and Brothers bought out 





R. T. Wyatt 


the Taylor interest, and in 1911 the 
store was incorporated as Job P. Wy- 
att and Sons, its present name. Pat 
Wyatt has been secretary since that 


time. 


Henderson & Baird Erect 
Warehouse-Display Room 


Henderson & Baird Hardware Co., 
Greenwood, Miss., has completed 
plans for the erection of a new com- 
bination warehouse and display room, 
adjacent to the I. C. Railrcad depot, 
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Accuracy ... 
Clark Products has never been sur- 
passed. These 97 years of leadership 
explain why users always ask for them 
by name “Clark”—they Fasten . . . Fast 
. . . Longer. 


LARK Bros Bout (0 






FOR 
ER SECURITY 
FASTEN FAST WITH 
CLARK FASTENERS 


BOLTS ... NUTS 
RIVETS ... SCREWS 


Since 1854 the Quality ... 
and Uniformity of ALL 


MILLDALE, CONN. 









Get them from your 
Local Jobber 
or Distributor 
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according to H. L. DeLoach, pre i- 
dent. 

The new building will 
forced concrete, sprinklered, and will 


38,000 feet of flcor 


be of ren. 


contain 


space 


square 


Odell Hardware Co. 
Constructs New Warehouse 


Odell Hardware Company, Greers- 
boro, N. C., is constructing a 1 
ne-story warehouse addition, of con- 
ete and brick construction, covering 
area of 147 x 250 ft 


According to C. E. Hamilton, 


president of the company, the 1 

building will be used to handle off- 
season merchandise and to generally 
improve the firm’s warehouse and 


shipping facilities 


Henry T. Bourne to Head 
Montgomery & Crawford 


Henry T. Bourne, formerly vice 
president and general sales manage1 
of Sargent & Co., has been elected 


president and general manager of 
Montgomery & Crawford, Inc., Spar- 
tanburg, S. C., hardware wholesalers, 
announcement Dy 
chairman 


according to an 
John Jemison, vice 
board 


ot the 





H. T. Bourne 


Mr. Bourne is well Known in the 
hardware industry for his 
tions to improved selling techniques 
and is the author of many articles on 
the simplification and modernization 


contribu- 


of hardware selling procedures and 
packaging practices throughout the 
trade. His entire business career has 


been in the merchandising field 


Stratton & Terstegge Co. 
Enlarges Toy Lines... . 


Stratton & Terstegge Co., Louisville, 
Ky., announces that its line of toys 
has been improved and enlarged, and 
that its new 1950 Toy Catalog will 
contain many nationally known 
brands of dolls, wheel goods, wagons 


velocipedes, trucks, light sets and 
bulbs, tea sets, moving project 
sleds, and other items. 
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DECORATED 
BUILDING PAPER 
for 
BEAUTIFUL WALLS 
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WALLRITE DESIGN 


folévery room in the house 


MR. DEALER: STOCK ALL NINE OF THESE NEW WALLRITE PATTERNS 
Write for Free Advertising Material 


FLEMING & SONS, Inc., DALLAS, TEXAS 


THERE’S A BRIGHT 








COUNTLESS OTHER RUBEROID DEALERS 
COULD HAVE WRITTEN THIS LETTER 
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Here is the story of how the O'Neill Manufacturing 
Company, Inc., of Rome, Ga., has helped develop their 
business by featuring Ruberoid products. The Ruberoid 


Co. is proud of its long and friendly association with 
this firm and the many other dealers like them. 





| The RUBEROID Co. 


EXECUTIVE OFFICES : $00 Fifth Ave., New York 18, N. Y. 
‘ SALES OFFICES: BALTIMORE, MD., BOUND BROOK, N. J. CHICAGO, ILL. DALLAS, TEXAS, ERIE, PENN,, MI 


A. 


NNEAPOLIS, MINN., MILLIS, MASS. MOBILE, ALA. 
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New Garden Tool Display 
Offered by Seymour Smith 


Smith & Son, Inc., has 
new 1951 garden tool 
features six leaders of 
100-year-old line in 


Seymour 
introduced a 
display that 
the company’s 





foot of 
window space. Each tool gets a maxi- 


just one square counter or 
mum amount of visibility, it is 
claimed, and the new Seymour Smith 
pruning guide also is displayed. 

Called the Spring Hit Parade of 
Garden Tools, the display includes 
the original Snap-Cut pruner, lighter 
lady’s model of the Snap-Cut, the 
new Ezy-Cut grass shear, the stand- 
ard Ezy-Cut and a new shape, serrat- 
ed blade hedge shear 


Corsair Cireular Saws 
Offered by Great Neck 


Great Neck Saw Mfrs., Inc., of 
Mineola, New York, are introducing 
their scientifically designed Corsair 
circular saw line, made of high quali- 
ty carbon alloy saw steel. 

Precision-ground for fast, sharp 
cutting and heat-treated for tough- 
ness, the saws are said to be in per- 
fect balance and fully tempered and 
hardened to last longer. Easy sharp- 
ening is effected because the teeth 
are properly set for clearance. 


The new line includes rip, cross 
cut, and combination circular 
highly polished and ranging from six 
to eight inches in diameter. All circu- 
lar saws are made with standard 5s” 
openings and sold with 2” reducer 
bushing at no extra cost. 

Each saw is attractively packaged. 


Saws, 





New Animal Clipper 
Announced by Andis 


Andis Clipper Co., Racine, Wis., 
has announced the return of the 
Andis heavy-duty, electric animal 


clipper, designed primarily for use on 
horses, mules and cattle. 

Most of the weight of the clipper 
rests on the animal, offering the 
user easy operation, it is claimed. It 
has aé_éefan-cooled, 110v AC-DC, 
grease-proof motor, and sells for 
$34.50 on a money-back guarantee. 





Inter changeable 
panels of one of the 
three new Western- 


Winchester arms 

and ammunition 

displays are dem- -s 
onstrated by D. C. ; 
Cronin, advertising its ienest 


and sales promotion 
manager of Olin In- 
dustries, Inc. Spec- 
ial base units are 
now being distrib- 
uted for rim fire, 
center fire and shot 


shells arms and 
ammunition 
. 
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New Sales Aids Feature 
Major Hunting Seasons. 


To aid dealers in promoting guns 
and ammunition by tying in with par- 
ticular shooting seasons and specific 
types of game, the Western Cartridge 
Co. and the Winchester Repeating 
Arms Co. divisions of Olin Industries, 
Inc., have introduced new flexible 
year-round, full-color, point-of-sale 
displays and window streamers, to be 
mailed six weeks in advance of the 
first major hunting each 
territory 

The display units apply to Western 
ammunition and Winchester arms and 
ammunition and include ten circulars, 
interchangeable pane!s which can be 
alternated to fit three base units. The 
base units are devoted to center fire, 
rim fire and shot shell ammunition 
or firearms. 

In the center fire unit, the dealer 
has a choice of featuring illustrations 
of deer, elk, or bear. In the shot shell 
card, he features migratory and up- 
land game birds, with illustrations of 
ducks, quail or pheasant. Rim fire 
unit illustrations feature pest hunt- 
ing, plinking and target shooting the 
manufacturer announced. 

Window streamers also are provid- 
ed for center fire, rim fire and shot 


season in 


gun shooting 
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ATTENTION, JOBBERS > 
AND DEALERS 


The ad on the opposite page by Western Fishing 
Line Co. has appeared in the Los Angeles Times 
and will appear in other newspapers. 

The advertisement has been published by the 
Western Fishing Line Company in appreciation of 
the job that the independent retailers and jobbers 
have done to make Western Fishing Line one of 
the country's outstanding sellers. We hope this 
advertisement will help to remind both the public 
and the industry of the vital role this team plays 
in serving the sportsmen of America. 














TD INCREASE YOUR PROFITS 


buy direct from manufacturer 





Thousands of Satisfied Users in U.S.A. and Canada 
The Precision sump pump is built entirely of stainless 
steel, bronze and aluminum alloy, has a totally enclosed 
dust and moisture proof motor with built-in float switch 
and overload protection. Sealed motor ball-bearings and 
Oilite pump shaft bearing will never require additional 
lubrication. Lifetime non-sticking float easily adjusted 
to suit depth of any sump. Every pump tested thoroughly 
—assembled completely and ready to operate. Equipped 
with plug-in cord. Does not require special wiring. Guar- 
anteed for one year. 

DEALER COST F.0.B. NASHVILLE 
fom «61/6 H.P.—t! in, discharge 1,600 G.P.H............0005. $36.50 
1/4 H.P.—i% In. discharge 3,000 G.P.H..........600e00e $42.50 
Order direct by check or money order or write for further 
information. Manufactured by 








Nashville 7, Tennessee 








| PRECISION PARTS CORPORATION 








The BIG SELLING césner 


that REPEATS and REPEATS 
BECAUSE IT's 
FAR BETTER 


Proven by impartial tests of 
o nationally known Brush 
Manvfacturer to be the most 
efficient brush cleaner on the 
market... has further proven 
itself as a steady repeat sales 
builder. 10¢ size—24 pkgs. in 





unit, 25¢ economy size—2 doz. 
in case. 
Consumers Crack Filler 
(wood putty) preferred 
by professionals and 
home craftsmen alike 
because its powder 
form stays ready to 
use — mixes with water 
— works so easily. 


<=> 


Consumers 
Patching Ploster 
++. mixes white 


in cold water. 





No checking or 
shrinking. Quick 
Tiger Grip bond to old 
Linoleum Paste 
— favored for 
use on wood 
and concrete 
floors. '/2 pt., 
pt.. qt. | & 5 
gal. containers 


General Repairing 
plaster without and Household Use 





sizing. In 1, 2% 
& 5 |b. cartons; 
2, 5, 10 & 15 Ib. paper bags; 59 Ib. 
bogs—100 & 300 Ib. bbls. 

ORDER FROM YOUR WHOLESALER. 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST. ST. LOUIS 6, MO. 


Max om Cold Watan 
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A Statement of Importanee 


to Fishermen 


and to 


Sporting Goods Dealers 


. on the late war, the Western Fishing Line company was called upon to convert its plant to 3-shift 
military production. Now again, in a period of emergency, our Government has requested that we give 


preference to essential military products. 


- means that military business will take priority 
Western Fishing lines. We know you, the fishermen — 
any other way. 


- we promise you this: 


I. There will be no deviation from the high quality 
of Western Hot-Stretch fishing lines. The day we can- 
not give the same “world’s finest” quality you now 
get in Western Lines is the day we stop producing. So 
as long as Western Lines are available, you can be 
certain that there is not the slightest change in quality. 


» We are not the world’s largest fishing line fac- 
tory, and have no desires in this direction. We prefer 
to produce the finest fishing lines that can possibly be 
made—and offer this high quality merchandise to 
those stores and sportsmen who place quality above 
price. 


B. We believe firmly in the importance of proper 
channels of distribution. Without the sporting goods 
jobber and the independent sporting goods retailer, 


over everything else and will reduce the production of 
and you, the sporting goods dealers, would not have it 


the public cannot be adequately served. Western Fish- 
ing Lines will maintain these important channels by 
selling only through sporting goods jobbers and offer- 
ing all retailers the same buying advantages. We do 
not countenance the practice of selling inferior mer- 
chandise under private labels, and at more advantage- 
ous prices to large chains at the expense of the in- 
dependent retailer jobber. All production 
carries our brand name only, and is available to inde- 


and our 


pendent dealers only. 


Vy. ask both our dealers and the public to avoid 


buying other than to fill their current needs. Now that 
we have the opportunity, let us prove that we are 
really sportsmen! 


Signed, 
DAVID LIPPEY 


pre side nt 


WESTERN FISHING LINE CO. 


No finer line can be made! 


GLENDALE 
PELE. 4 y) 


’ 


1. CALIF. 


MAKERS OF HOT-STRETCH AND MAGI-BRAID 
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Tm. fy New Electric Tool Set 
= And Polisher-Sander . 
Albertson & Co., Inc., Sioux City, 
Iowa, is offering a new electric tool 
set for drilling, grinding, wire brush- 
ing, cleaning, etc., and a new light- For Fast Sales .. y 
weight electric polisher-sander, for ing 
the home, farm or workshop. Easy Rental. . ° Fal 
or Your Own Use = 
oS ' Light and fast, or heavy duty— des 
\ there is a complete line of RED Ro 
DEVIL Floor Polishers with = 
accessories to fill your col 
demands. Order thru your tin’ 
\ jobber or write for facts, Ro: 
A\ Wa 
yet 
RED DEVIL \ 
FPil agC 
11” BRUSH nee€ 
UNIVERSAL she 
MOTOR tac 
kin 
oth 
ser 
RED DEVIL wa 
: FP1 I 
The tool set, called Sioux Rural- 11” BRUSH ket 
Craft, comes complete with 14” elec- mu 
tric drill, horizontal stand, two 4” col 
wire brushes, 4” grinding wheel, ar- Wa 
bor 42” diameter, 44” shank, arbor Products : = ia eng 
for hole saws, four hole saws (58, %4, of . Ph : 4 anc 
7, and 1 inch), all contained in a Red Devil’ : I 
metal set box. Individual units can be (RVINGTON 31, NEW JEGSEY,US.4 ade 
obtained, including a 6” electric hand a ‘ wit 
saw with 2” capacity, 6” and 7” sho 
- bench grinders, %” electric drills, che 
saw guides, etc. ( 
- lu 
oe - 
ee ex } ing 
ue ) - 
OG 
\, We a 
} 
aaa) St 
= WSANDEE! Ne 
——EEE ——— - = 7 
SANDEE IS | 
Complete plastic hose line wo 
chi 
7 
SANDEE HELPS YOU SELL! pal 
Now! Sandee sales aids, plus demand for ‘YP 
Sandee quality plastic hose speeds your om 
turnover ' 7 
@ Sure selling promotional material of 
@ Generous discounts for high unit profit a 
@ Competitive prices meet every buyers need 
The new polisher-sander polishes 
FREE SAMPLE! or sands all kinds of surfaces. A han- 
, dle is available (extra) for use of the Household Scale Model 1308 
Judge Sendes quality for yourself. Write unit on floors to produce a hard bril 
today for a free 15 inch sample section of ‘ stent P : ah “ “te NEW — MODERN — BEAUTIFUL 
liant finish. This Sioux-Rural-Craft - Gute On fs a. on Cameos 
Sandee Featherlite hose. Examine the smooth o- » @ = 3 . eae Ine ppeats te 
: : set comes complete with polisher- Every housewife will be delighted with this smart 
goed -_ rages — naan aden sander, which has a Universal motor new scale. Body made of styron plastic in red, 
twit Bi, crush H...c00 how R snaps back. for intermittent use, 115 volt, A.C. or yellow, and white; colors that fic the modern d 
Write for your free sample. Investigate the D.C. speed of 2200 RPM; a molded streamlined kitchen. Platform stainless steel. 
high unit profit in the complete Sandee line. rubber backing pad; 6” wool polish- Capacity 8 Ibs. by 2 ounces. Special dial 
ing pad; can of polishing wax; three graduations measures shortening by cups. Kilo 
SANDEE MANUFACTURING COMPANY 5” sanding discs (fine, medium and graduations for continental cooking recipes. 
coarse). Order from your jobber 
5050 Foster Ave., Dept. 23 Chicago 30, Iilinois Further information is available HANSON SCALE CO., CHICAGO 22, ILL. 
from the manufacturer Makers of bomsebold scales since 1888 
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Fleming Develops New 
Wallrite Desigms .. .- 


Climaxing many months of experi- 
mentation and field testing, Fleming 
& Sons, Inc., Dallas, Texas, is add- 
ing four new Wallrite designs to its 
Fal! and Winter catalog for 1950-51. 
These new designs are Tapestry, Blue 
Tassel, Blossom, and a new Red Bow 
design. The best-sellers, Garland 
Rose, Radiant Rose, Yellow Climber, 
Trellis, and Ceiling are being re- 
tained, with the addition of more 
color to Trellis and a new greenish 
tint to the background of Radiant 
Rose. This makes a total of nine 
Wallrite designs—the largest number 
yet to be presented by Fleming. 

Wallrite was developed 16 years 
ago, when Joe Fleming realized the 
need for an attractive paper of heavy 
sheathing quality which could be 
tacked or pasted to the wall of any 
kind of dwelling without canvas or 
other backing, and which would 
serve as both a decoration for the 
walls and an insulation for the room. 

First to be introduced to the mar- 
ket was Red Rose, which achieved 
much success. Next developed was a 
colored Match-Tak, to match all 
Wallrite designs. Match-Taks are 
enamel-baked tacks in colors to match 
and be applied in Wallrite designs. 

More Wallrite designs have been 
added with each new season. Starting 
with only one pattern, the line now 
shows nine, giving the housewife a 
choice for every room in the house. 

Other Fleming paper products in- 
clude paper board, box board, build- 
ing papers, egg cartons and paper 
specialties. 


Stanley Tools Offers 
New Wood Chisel Sets 


New Britain, Conn., 
kit of six popular 
60 thin blade butt 


Stanley Tools, 
is offering a new 
wood chisels, No. 
chisels. 

The kit is black plastic with trans- 
parent plastic pockets. The pliable- 


type plastic roll is a protective kit 
and handy for the user to 
job, it was announced. 
The No. 66 kit contains one each 
of the following sizes of Stanley No. 
4, and 1% 
alloy 


carry on the 


60 chisels: 14, 1, 4, 34, 1! 


inch. These chisels have tool 








Joe B. Fleming, sec- 
retary-treasurer of 
Fleming & Sons, 
originator of Wall- 
rite wallpaper, in- 
spects some of the 
new Wallrite designs 
featuring the lignt- 
er, brighter tint 
backgrounds _high- 
lighted for 1950-51. 
Pattern at top is 
new Red Bow, while 
below is Radiant 
Rose, with new 
background 


steel blades and slow burning tough 
plastic handles with crown-shaped 
steel caps. 





New Mirro-Matic 2'2 Ot. 
Aluminum Pressure Pan 


Aluminum Goods Manufacturing 
Co., Manitowoc, Wis., has announced 
a new aluminum pressure pan, known 
as the Mirro-Matic 2%. Similar in 
appearance to other Mirro-Matic 
pans, the 212 qt. model is being pro- 





moted as the ideal pan for preparing 
vegetables and meat for small fami- 
lies. 

The wide, flat bottom hugs the 
heating element and provides fast 
cooking with a minimum of steam 
The flat shape of the pan makes 
browning of meats easy. Four half- 
pint Mason jars can be accommodated 
for pressure canning. 

The new unit features Mirro-Matic 
pressure control, reminder ring, V- 
type removable gasket safety 
fuse, with recipe booklet and cooking 
rack included. Mirror-Matic Twinset 
pans and the covered mold also can 
be used with the new model. 

Retail price is $9.95 East, 
West. 


and 


$10.45 


Red Devil Perfects GBI 
Vertical Glass Board... 
Red Devil Tools, Irvington, N. J., 


has perfected its No. GBI all-steel 
vertical glass board. The unit will 
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get out of alignment 
makes the cutting of 
16 inch strips to a 
and profit- 


not warp or 
The No. GB1 
flat glass from 5 


capacity 42 inches easy 


able, it is claimed 
The GB1 is made to fit standard 
size glass racks where stock-size 


glass replacements have general de- 
mands. A_ special picture framing 
job, an odd-sized top, a single pane, 
a shelf or shelves, or other jobs re- 
quiring accurate measure are done 
‘tailor-made” in a matter of seconds. 
is tested before it 
as to trueness and 90- 


Construction 
leaves factory 


degree right angle position at all 
times, accurate location of wear- 
proof rules, and straight edge. The 


shearing arm is devised to prevent 
faulty breaks when clean cut is made 

A roller guide made especially fo 
GB1 glass board, to facilitate cutting 
by inexperienced persons, can be 
purchased at a low cost. For a short 
time a C-888 Red Devil carboloy 
wheel glass cutter is to be included 
free with the GBI all-steel vertical 
glass board. 
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vet ot Automatic Grip SEREWDR 


S*ZEE 





The Original 





Automatic Grip 


SCREWDRIVERS 


... backed by inviting 
displays, substantial 
national advertising, 
outstanding features, 
and unsurpassed 
quality—Hold-E-Zees 
move steadily 
from your shelves, 
each sale creat- 
ing a satisfied 
customer. 


One Bit 


v 










ORDER 
THRU 
YOuR 
JOBBER! 


FOR BOTH 
TYPES OF 
RECESSED 
HEAD SCREWS 


Fits Both Types 


UPSON BROS., INC. 
ROCHESTER 14, N.Y. 











RBAW Introduces New 
Spin-Lock Screw .. . 


Russell, Burdsall & Ward Bolt and 
Nut Co., Port Chester, N. Y., has in- 
troduced a new “washer-less” screw, 
the Spin-Lock, in hex, pan, truss or 
flat heads, for faster, tighter, less 
costly assembly. 


AAAAAAUCCAUNAAARNA 





(PU LAS 


The unit features patented ratchet- 
like teeth on the underside of the 
head, which is said to eliminate the 
need of adding a washer. 

The screw is one piece, and can 
be hopper-fed. There is just one piece 
to stock and buy. Locking power is 
positive, as there are no parts to 
cant or fall off; fastening is neater 
(flush with surface) and safer (no 
protrusions to catch fingers or 
clothes), it is claimed. 

Complete details can be obtained 
by writing RB&W for a new free fold- 
er, “Spin-Lock Screws.” 





Scharf Magnesium Levels 
With Unbreakable Frames 


J. H. Scharf Mfg. Co., Omaha, 
Neb., has announced that its exclu- 
sive line of extruded magnesium 
levels feature an unbreakable frame 





that is one-third lighter than alum- 
inum. 

The newest type magnesium die- 
cast vial holders are used in Magne- 
lite levels. Attached with screws, 
they can be easily loosened for ad- 
justment or replacement, it was an- 
nounced. 

All sides and edges of the levels 
are straight and parallel, with large 
handholds that are said to offer easy 
handling and instant vial readings. 





















STOCK 


the TOP NOTCH line of 


CHICAGO 


"Safety Plus" Hexagon 


Head Cap Screws 
(Bright or Heat Treated) 
for these TOP NOTCH reasons: 


© Constant Demand—The constant de 
mand for the “Chicago” line makes it 
easier to sell—it's the line for replace- 
ment used in original assembly in all 
fields of manufacture. Why? 

© They're Stronger— More uniform—give 
a perfect fit for every replacement need, 
and 

© They Cost Less—They fasten faster 
and tighter—resulting in lower ultimate 
costs to your customer, which makes 
them “easier to sell.” 

© Better Service—Increased “Chicago” 
plant facilities and production means 
“round the clock” service, higher quality, 
better packaging, and a more complete 
line. Yes, here is a greater profit line for 
you to feature—all four ways 

Remember to ask for these “Chicago” 
products from you hardware distributor 
Hexagon Head Cap Screws, Steel and Brass * 
Square Head and Headless Cup Point Set Screws 
* Semi-Finished Hexagon Nuts, Steel and Brass ® 
Hexagon Castellated Nuts © Fillister and Flat Head 
Cap Screws * Taper Pins ° Milled Studs * 
Socket Head Cap Screws * Socket Set Screws * 
Socket Pipe Plugs © Stripper Bolts or Shoulder 
Screws * Square Head Dog Point Set Screws 
© Keys, Assortments and Kits 


The CHICAGO SCREW COMPANY 


2515 WASHINGTON BLVD, BELLWOOD, ILI 
Establish IN 








Ta-pat-co Sleeping Bags are a real 
source of profit to many hundreds 
of retailers. There's a complete 
style and price range . . . fifteen 
Wool, Kapok and Down filled mod- 


els to please all 
your customers. 





know the 


Sportsmen 
Q}Ta-pat-co label . . . know it stands 

for quality and comfort. That's why 
it pays to handle the Ta-pat-co line! 
‘Write us, or see your jobber for 
details. 


everywhere 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 


LIFE SAVE VESTS, BUOYANT CUSHIONS, SLEEPING 
BAGS, SPORTS CLOTHING, CAMP EQUIPMENT, HORSE 
COLLAR PADS, TRACTOR SEAT CUSHIONS 
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Give this ‘Ohopper Otopper 


TRAFFIC LANE POSITION 
gp GULITE 


Mi Ferpnse WINDOW MATERIALS 


| FOOTE SOO svune 2OUr: ¢ emmow 
y SAPO ATS tame 
me eee 





All-Purpose WINDOW 


1 Floor Fixture 


tH STOCKS, DISPLAYS, DISPENSES and 
= Sells All 6 Types 


R-V-LITE your 
year ‘round uses _ this attractive, 


: ! 
—= *lled with all 6 types plus 


department. Requires less than a square yard 


of floor space. 
Available of somine 


ASSORTMENT R-V 550-0. 
6-way profits 


Scores of 
depen a e s it 
inviting Cot eno po 


1 cost with SPECIAL R-V-LITE 


with these 6 fast-sellers: 


Wire Reinforced. 
“ einforced. 


WwW 4x4 Aluminu 
ee 14 Mesh Galv. Steel Wire R 
100-C Cotton Reinforced. 


‘ ‘ 4. 
yp P Plastic Reinforce 
pani Aluminum Wire Reinforced. 


400-T Wox impregnated Fabric. 
ORDER FROM YOUR JOBBER 


ARVEY 








CORPORATION 
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Proof of PINCOR Quality 


This Pincor testing machine can tear a power 
mower to pieces in three minutes—if it’s not built to 
stand the gaff. 


What "gaff" means: The mower being tested is 
run at speeds high above any it will hit in normal mow- 
ing service. Big hobs at the wheels set up terrific vibra- 
tion—shaking the daylights out of the entire mower. 
Then—SOCK!—the machine throws the mower into 
reverse—so fast the eye can't see it done! 


Such tremendous strains and stresses will never 
be met by a mower in normal use. But until a new Pincor 
model proves it can take hours and hours of this punish- 
rent, it can’t reach the Pincor production line 


Good example: In the jaws of this “Murder 
Machine,” ordinary power mowers go to pieces in three 
or four minutes. 


With Pincor all-steel, all-welded construction, 
reel blades and bed knife hardened by Pincor’s specially 
developed process and a host of other long-life features, 
a Pincor power mower has withstood NINE HOURS of 
this concentrated abuse. This is equal to approximately 
nine years of normal use. 


No wonder—when you sell a Pincor, IT STAYS 
SOLD! 


Now you can get Pincor power 
mowers through your wholesaler 


PINCOR PRODUCTS 


Manufactured by Pioneer Gen-E-Motor Corporation 

5841 West Dickens Avenue - Chicago 39, Illinois 

POWER LAWN MOWERS © HAND LAWN MOWERS ¢ ELECTRIC TRIMMERS 

GASOLINE ENGINES © ELECTRIC GENERATING PLANTS © GENERATORS 
BATTERY CHARGERS 


Pioneer Gen-E-Motor Corp., Dept. SH-10 
5841 West Dickens, Chicago, ill. 

Without obligation, tell me more about 
power mower line for 1951 


Mail the 
Coupon now 


for complete 
Name Tithe 


information 


Pincor’s great 


) 
| 
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Now offers! 


Gensco 






FAMOUS SWEDISH 
HINGES 


AND 


SCREWS 


Finest Swedish Quality 
Reasonably Priced 


Complete Sizes, Styles, Finishes 


Prompt Delivery from our Ware- 
house Stock 


A complete 
range of butt 
hinges for all 
applications 
in all finishes. 
The finest 
quality produced anywhere. 


Standard 
U. S. specifications and packaging. 


A complete selec- 


T and 
STRAP 
HINGES 


tion of builders’ 
shelf hardware in- 
cluding bolts, 
hasps, brackets, 





back flaps, light 
narrows, etc. Famous Swedish steel and 


finishes. 


A complete range of 
sizes, types and fin- 


WwoOoD 
SCREWS 


ishes in superior qual- 
ity Swedish wood 
screws. Prompt de- 
livery. 

FULLY GUARANTEED! 


See Your Jobber or Write for Prices 


GENSCO TOOL DIVISION 


GENERAL STEEL WAREHOUSE CO., INC 


1806 North Kostner Avenue, Chicago 39, Illinois 
















Sherman Hose Goods Dis- 
play to Encourage Orders 


As an incentive to place orders for 


lawn hose goods in the fall, The 
Sherman Mfg. Co., Battle Creek, 
Mich., is offering the No. 51 Sales 


Maker Display unit, consisting of a 
small assortment of popular Sherman 
products, including a free dual-pur- 
pose Sales Maker Display rack to aid 
dealers boost profits. 


LAWN 
ODS 


5 


HOSE. 





This free rack is compact and con- 
tains bins and shelves to attractively 
show Sherman sprinklers, nozzles, 
sprays, and accessories, as well as 
large separate bins for clincher-type 
hose couplings, menders, corrugated 
couplings, hose clamps, rubber wash- 
ers, spray sprinklers, and shelves fo1 
nozzles, rotating sprinklers and mul- 
tiple sprays. 

Three-colored, the display is pack- 
aged with the assortment of mer- 
chandise 


True Temper Laminated 
Bait-Casting Reds ..... 


True Temper Corp., 1623 Euclid 
Ave., Cleveland, Ohio, has announced 
the addition of two laminated bait- 
casting rods to its line of steel rods 
for 1951. Included are the Dynalite 
(shown here) in lengths of 4, 5 
and 514 ft., priced at $14.95; and the 
Eagle, in lengths of 314, 4, 4% and 
5 ft., priced at $9.95. 








Both rods have a colorful trans- 
lucent finish for eye-appeal. The 
Dynalite is equipped with a new 


Speedgrip handle that locks the tip 
in place by a twist of the fore grip 
The Eagle is equipped with a True 
Temper lighining plunger reel fas- 
tener. 

The manufacturer has developed a 
new and exclusive method of lami- 
nating glass filaments in specially 
compounded resins, after three years 
of research, it was announced, and 
this method is used in the construc- 
tion of the firm’s new rods, 





ALWAYS READY 
ALWAYS RELIABLE 


SYRACUSE 1, N. Y. 


Send for facts about the new COMET 
LANTERN —ORDER FROM YOUR JOBBER 











BUILD 
VOLUME 


with the 


LAWN 
SWEEPER 








IMPROVES LAWN 
APPEARANCE! 


SAVES MANY 
MAN-HOURS OF WORK 


STIMULATE SALES AND INCREASE PROFITS 


with this new, faster way to clean 
lawns! Homko takes the hard work 
out of lawn care and has gained 
enthusiastic acceptance the country 
over! Constructed of all-steel with 
heavy canvas basket, 4 rows of non- 
clog. Bassine fibre, adjustable 
brushes. Handsomely finished! 
Write today and learn how you can 
profit with HOMKO Lawn Equip- 
ment! 
24” width—6'2 bu. capacity 


WESTERN TOOL & STAMPING CO. 


DES MOINES 13, IOWA 


DEMAND 
DEPENDABLE 





2725 SECOND AVENUE 
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FITLER 


SERVES THE SOUTH 
* 


A ROPE FOR EVERY NEED 


FITLER 





@ Manila Rope @ Sisal Rope 
@ Lariat Rope @ Fishing Rope 
@ Transmission Rope 


For 146 years the South has been a consistent 
user of FITLER ROPE. Look for the Blue and 
Yellow Registered trade mark on the outside of 
5," diameter and larger sizes and on the inside 
of all smaller sizes of Fitler Brand Pure Manila 


Rope. 


THE EDWIN H. FITLER CO. 
Philadelphia 24, Pa. 














a AGAIN! 


_ NEW MODELS 
FOR BETTER USE 


Sensational new 
torches by a long- 
famous manufactur- 
er... greater-than- 
ever features of 
safety, convenience and 
efficiency. New functional 
design brings you the flared 
tank for added strength, 
greater fuel capacity, and 
better balance. Pistol-grip 
handle gives best leverage, 
added comfort. Simplified 
pump increases efficiency 
2% times. Exclusive lock 
ring makes it impossible to 
disengage needle valve, 
making Bernz torches safer 
by far. New burner shield 
concentrates heat for faster 
use. Write for literature 


OrUuWw 


[BERNZ doce 
Presenting ie 











OTTO BERNZ CO., Inc. 


280 LYELL -AVE., ROCHESTER 6, N.Y. 
TORCHES + FIREPOTS - MECHANICS TOOLS 
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Contains Ys doz. each of 8 
different plier types — every one top quality 


-~and heres that famous a2 
TREE BRAND “© 
back agatn! 


a keen edge! Stock them for 
easy-profits! 





Poultry Shears a woman can't 
resist—the quality shows in 
every detail. 





A j- 
Shears and Scissors with a repu- 
s tation as old as the hills — they 
sell fast. 


i 


SEND FOR CATALOGS on complete 
BOKER line. Advise Name of Jobber. 


H. BOKER & CO., INC. 





Quality for over a Century 


101 Duane Street New York 7,N. Y. 
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10 Reasons why 
ALUMALOY 


1, ALUMALOY bodies with steel hooks and 
eyes do not corrode and freeze as iron 
bodies do; ALUMALOY remains a turn- 
buckle. 


2. All hardware type turnbuckles are only as 
strong as the hooks and eyes. ALUMALOY 
castings will not strip threads or breok 
before hooks or eyes open on pull test. 





3. ALUMALOY castings are tumbled and 
polished after machining for improved 
oppeorance. 


Nv bit WW ayy 
“7 


ESS 


Ys Sst f aM TT | TROT Tk 


JH 


4. ALUMALOY is light in weight, saving 40% 
for both distributor and dealer in freight 
charges. 


5. Thread size is cast into ALUMALOY body 
for easy identification. 





6. ALUMALOY turnbuckles are packed one 
dozen in strong, attractive, easy-to- 


identify box. 
— 


A ALUMALOY turnbuckles are distributed 
only through recognized hardware dis- 
tributors on a strict jobber policy. 





8. ALUMALOY turnbuckles are unit packed 
in one, two and three gross shipping con- 
tainers for easier handling and checking. 





9. Attractive ALUMALOY turnbuckle display 
ponels are available (over 50,000 now in 
use). 








10 


ALUMALOY turnbuckles offer a better 
product at fair prices. 


TURNBUCKLES, INC. 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 
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CLASSIFIED 








WEST TEXAS 


FOR SALE: Combination Hardware, Furni 
ture, and Mortuary Established 
over 20 years in thriving West Texas town 
of 5,000 and large trade 


busines 


territory. Only 


mortuary within 50 miles. Elevation 3,000 
feet with 340 sunny days a year. Ideal cli 
mate for sufferers of allergies, asthma 
arthritis, T.B., etc. In the heart of the oil 
country, extensive irrigated farming, and a 
big ranch country. An ideal refuge in cas¢ 


of atomic war. For details, write Box 653 
c/o SOUTHERN HARDWARE, 806 Peach- 
tree St., N. E., Atlanta 5, Ga 











Eagle Rule Offers New 
4, 8-Foot Folding Rules 


The Eagle Rule Mfg. Corp., New 
York 59, N. Y., is now offering the 
Royal Eagle line of wood folding 
rules in 4-foot lengths in regular 
markings and in 8-foot lengths in 
either regular or inside markings. 
These sizes feature the exclusive 
patented riveted Strike-Plate joint. 


Buya ROYAL EAGLE RULE He 


PRECISION MADE 4 


PRECISE MEASUREMENT 





A new 6 x 10 inch full color easel 
counter display card featuring the 
Royal Eagle rule also is available 
free of charge from jobbers or from 
the manufacturer upon request. 





New Power Mowers Shown 
At Jacobsen Conference. . 


At its annual sales conference, Aug. 


16-19, Jacobsen Mfg. Co., Racine, 
Wis., announced production of two 


new power mower models, the new 
rear drive type Jacobsen Manor and 
the Jacobsen-Worthington model 25 
rotary disc mower. Both are now be- 
ing released to the trade. 

Jacobsen salesmen were welcomed 
to the four-day conference by O. T. 
Jacobsen, president, who expressed 
the hope that the company’s exten- 
sive plans for 1951 can be followed 
through on aé “business-as-usual” 
basis. 





Union Releases Buying 
Catalog & Selling Guide 


A new 64-page combination buying 
catalog and selling guide for steel 
goods, shovels and repair handles, 
specially prepared for use by dealers 
and their salesmen, is being offered 


“SUPREME FINISH" 
MEANS EXACTLY THAT 


The bowls are of choicest Wild Cherry 
and Hard Maple woods. They are sanded 
to satin smoothness, then finished with 
our exclusive “Supreme” process. The 
finish penetrates and becomes an inte- 
gral part of the wood. The beautiful 
grains and colors remain clear and nat- 
ural permanently. 

Fruits, garlic, onion, fish, alcohol do 
not injure—just wash like dishes and the 
bowls stay free from unwanted stains, 
tastes and odors. 

That's why they are the finest salad 
bowls you can sell. Make sure now that 
your stock of bowls, spoons and forks is 
complete and well displayed. 


J. SHEPHERD PARRISH COMPANY 


205 WEST WACKER DRIVE 


CHICAGO 6, ILLINOIS 











by The Union Fork & Hoe Co., 9 
Buttles Ave., Columbus 8, Ohio. 

Catalog No. 17 is said to enable 
dealers to identify any tool which 
customers may ask for by showing 
photographs and complete specifica- 
tions of every standard pattern of 
fork, hoe, rake, cultivator and special 
purpose farm and garden tool and 
industrial steel goods, plus shovels, 
spades and repair handles. 

A brief sales talk is given under 
each tool photograph, explaining its 
uses and advantages. 

The booklet is free upon request to 
the manufacturer. 
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and FLAMEMASTER 





Increase your 
sales of America’s 
leading wicks . . . GLASWIK 
and FLAMEMASTER. These attractive 
merchandisers increase sales and MAKE YOU MONEY! 
Wick can be dispensed quickly and easily, with no waste 
or spoilage. They make excellent counter displays or 
can be hung on a wall or side of the counter. 

COMPLETE DESCRIPTIVE LITERATURE 

ON REQUEST. WRITE DEPT. 





NORTH WALES, PA. 


MANUFACTURERS OF ASBESTOS PRODUCTS AND SPECIALTIES 











‘ALLIGATOR 
BELT LACING 
— 
| 


ANA VME VME, 


ey) pa ’ 











ECONOMY 
| PACKAGES 
| in 
‘*E’’ CARTONS 




















10 packages of a single size 
to the “E”’ carton. 


Each package is a complete 
sales unit. 


Contains one set of lacing, hinge and 
gauge pins for 12” of belting width. 


Five popular sizes—Nos. 15, 20, 25, 27, 35. 


wk wowNnND = 


Eliminates breaking of standard boxes. 


“JUST A 
HAMMER 


Order Cartons From Your Jobber 
Ask for Bulletin A-60 


FLEXIBLE STEEL LACING COMPANY TO APPLY 
4643 Lexington Street, Chicago 44, Illinois IT” 
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KLEIN 
PLIERS 






FOR MEN 
WHO 
DEMAND 


highest 
qalty 


Anyone who knows and appreciates 
quality in tools recognizes that Klein 
Pliers are the finest that can be pur- 
chased. 

























No. 201-NE 


Many inferior pliers cost as much 
or almost as much as Kleins. Your 
customers will appreciate the extra 
quality they receive in genuine Klein 
Pliers—the plus service these tools 
render. 

Klein Pliers are available in a 
wide range of sizes and types. Be 
sure you have a stock of these more 
popular styles on hand for your cus- 
tomers who appreciate the best. 


Distributed Through Jobbers 
Foreign Distributor: 


International Standard Electric Corp., 
New York 


= 


o_ 


=> 


aie! 
| ea 
IN & Sons 


The New Klein Catalog giving 

full information on the conplete 
Klein line will be sent on re- 
quest. 





“nic K LE 


INT AVENUE CH 





99 








The round stainless steel pail rolls 
smoothly on 2-inch solid rubber cast- 
ers and will not tip over, it is claimed. 
The “Squeeze-Easy” wringer fits onto 
the pail—as well as others—and of- 
fers lighter weight and _ greater 
strength, due to its solid one-piece 
construction. Specially-designed, non- 
squirting louvers prevent water from 
splashing out. The wringer has a high 
leverage ratio of 20 to 1, which is said 
to mean that one pound of pressure on 
the handle produces 20 pounds on the 
mop. 

A back floating plate slides forward 
to wring both large and small mops. 





Snell Introduces New 
Wood-Boring Bits Kit 


Snell Mfg. Co., Worcester, Mass., 
has introduced the new Bor-All kit, 
of five wood boring bits for the 
home owner, hobbyist and crafts- 








Mop Wringer Combination 
Offered by Market Forge 


A new mop wringer combination, 
featuring a stainless steel pail and ef- 
ficient “Squeeze-Easy” wringer, is be- 
ing introduced by Market Forge Co., 
Everett, Mass. 


man, and covering the boring range 
of from % to 1% inches. 

The  plastic-covered roll, with 
Clear-Vu film pockets to permit 
visibility of sizes, consists of %4, 5/16, 
%8 and 7/16 inch Snell solid center 
auger bits, plus one No. 100 Simplex 
expansive bit with two cutters. 

The introduction of the Bor-All 
kit marks the first appearance of 
Snell’s new Super-Gleam finish, an 
unusually high polish, it is claimed. 


Suggested dealer cost of the kits 
is $3.32, with suggested list at $4.98. 





Dietz Introduces Small 
Comet Lantern ...... 


The R. E. Dietz Co., 225 Wilkinson 
St., Syracuse 1, N. Y., has introduced 
a new Comet lantern, small in size 
and designed to appeal to youths aid 
grownups. 

Designed for use in the home in 
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> 
FOOT & CHECK VALVES 


Save their cost many times 
over in service calls. Sensitive 
action. Ideal for jet type pumps. 
Won't leak even if seat is deep- 
ly scored. Ask for bulletin 203. 


Onder from your Jobber 












DEPEND ON 


PHOENIX 


HORSESHOES 


Just as your customers depend on Phoenix 
shoes for long wear and perfect fit, you can 
depend on them for complete customer 
satisfaction. 

The Phoenix line is compleie, with a size, 
weight and style for every horse or mule... 
for every sport or working con- 
dition. 

Check your stock today. Then 
call your favorite jobber for the 
Phoenix shoes you need. There’s a 
heavy work season ahead ... be 
ready with a full stock of Phoenix 
shoes. 






HORSESHOE DIVISION 





PHOENIX MANUFACTURING COMPANY 





Joliet, Ilinois Catasauqua, Pa. 


Seeeeeeeueeeseeeee 
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Draper - Maynard 
SPORTS EQUIPMENT 


NATIONALLY Known 
NATIONALLY Used 
NATIONALLY Advertised 











Complete lines... Right prices... 
Quick turnover...Good profits... 


Write to your jobber 
for catalog and prices 
ro] aa fe) 


THE DRAPER-MAYNARD CO. 4861 SPRING GROVE AVE. CINCINNATI 32, OHIO 








Dress Up Your Windows to 
Draw in Harvest Dollars! 





SSS SE SE Se 







Fi | — 


5 q OF ane HARVEST Tek Reamning er THE \° 
4 ew : | 


se Fost a » Ha a 
= ye SS Ne YS = 
* .. INSTALL YOUR WATER SYSTEM NOW \ angin 
Yes, a brilliant smartness awaits 
you at the newly modernized ’ 
Hotel Sinton—gorgeously dec- 
orated — beautifully furnished. 
Every hotel facility for your 
comfort. 


Write today. le 
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A MESSAGE TO MYERS DEALERS: 


Get a head start on big “Harvest Time” sales of farm 
water supply equipment — get your windows dressed 
to sell NOW. Draw on the many more selling aids 


available to you as a Myers Dealer. Give prominent dis- 
play to the complete Myers line of water systems the 
new Myers Water Softener and Centrifugal Pi 
both in your window and on your flo Ye ul 'b: ing 


in plenty of farmers ready to swap Prony crop dollars for 
better water service. And you can guarantee ‘ca the 
best from a Myers! 


HOTEL SINTON 





THE F. E. MYERS & BRO. CO, 
Dept. $-62, Ashland, Ohio 
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emergency, for backyard fun, hiking, 
camping, etc., the little Comet lan- 
tern is constructed under rigid rules 
of safety, efficiency and workman- 
ship as larger Dietz lanterns. It 
holds a half-pint of kerosene which 
will burn without diminishment from 
12 to 15 hours. 

With four cendle power and two- 
inch wick, the lantern comes with 
clear globe only. 





Temeo Introduces New 
Radiant Gas Heater. . 


To meet the demand for a large 
capacity radiant vented gas heater, 
Temco, Inc., Nashville, Tenn., has 
developed a new 85,000 Btu model, 
which is said to be capable of warm- 
ing three to five rooms. 

Offered with a wide selection of 
automatic control accessories and 
finished in beaver brown porcelain 
enamel, the unit features a Pyrex 
glass front and is equipped with 
sturdy radiants, it was announced. A 
convenient access door is located in 
the right end of the heater, through 





which the pilot may be lighted and 
burner adjustments made. 

The new heater is designed for use 
with the Temco fan attachment, 
which is said to assure even distribu- 
tion of warm air. 

The addition of the new unit by 
Temco expands the line to include 
30,000; 45,000; 60,000 and 85,000 Btu 


models, all approved for use with 
natural or L. P. gas, and all available 
with various types of automatic con- 
trols. 


Midwest Mower Announces 
1951 Pewer Mower Line. . 


Midwest Mower Corp., 2235 O’Fal- 
lon St., St. Louis 6, Missouri, has an- 
nounced its complete line of 1951 
Eversharp power mowers, consisting 
of five models priced from $79.95 to 
$115.00. Two gasoline-powered 18” 
mowers and one 18” electrically-op- 
erated mower, a new 20” rotary 
model, and a 21”, 1 h.p. gasoline- 
powered mower make up the line. 

Semi-automatic clutch and free- 
floating design for the handle are 
features of the new units. Also 
featured are: crucible steel cutting 
blades and bed blades, self-propelled 
wheels, semi-pneumatic non-skid 
tires, adjustable cutting heights, 
tubular steel reinforced handles, 
perspiration-resistant rubber hand 
grips. The 18” electric mower 
(Model 80) has a 


1/3 h.p. electric 





CONSUMER 
ACCEPTED 


_— 


FOR YOUR 


er, 
Grea fit! 


Can Opener 


Build sales volume with Dazey’s expanded line 


FOR 


FAST 


IT'S TH 


THE FAMOUS 
DAZEY 
Deluxe 

CAN OPENER 

MODEL 80 


angles. 


These popula 


make a hit and 
drop or in a fu 


EAGLE 
*33 PUMP OILER 


in colorful Salesmaker Display 


PUMP OILER 


Packaged in a colorful display that attracts atten- 
tion on the counter, Eagle's economical #33 Pump 
Oilers are always on view and visible from all 


r oilers with all-aluminum bodies 


and brass spouts packaged in this display will 


sell fast. They pump oil drop by 
ll stream .. . easy to operate and 











Knife Sharp 
ener e Juicer 
Ice Crusher 
Blend-R-Mix 
Nut Cracker 
Coffee 
Dispenser 
Famous 
Dazey Churns 


of quality kitchen helps. Over 50-million satis- 
fied customers know Dazey’s outstanding 
quality. Their acceptance of the famous Dazey 
name makes Dazey Kitchen Helps easy to sell 
All Dazey Kitchen Helps may be sold either 
singly or in gift packaged assortments. Dazey 
Kitchen Helps fit the famous standard Dazey 
wall bracket. See your jobber today or write for 
literature and prices. 

DAZEY CORPORATION + ST. LOUIS 7, MO. 
Form a 3x,DAZEY CHAIN of kitchen helps 


oo yw r 
‘S" Guaranteed by > 
Good Housekeeping 
\tor 


easy to fill. 


Just what's needed for oiling motor-driven 
tools, home appliances and general purpose oiling 
around the house. 


. . . See your jobber or write today about the most 
reasonably priced Pump Oiler ever made by Eagle: 


) EAGLE MANUFACTURING COMPANY 


WELLSBURG, WEST VIRGINIA 


Se OO OO a me 
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NATIONALLY ADVERTISED 
a ( DEPT. SH105 
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* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 
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Wright Fur Farm Netting 
is always reliable... a 
prime necessity in fur farm- 
ing. Carefully and evenly 
woven from quality wires 
heavily and brightly gal- 
vanized by the Wright 
process. Made in sizes to 
meet various requirements. 


Southern Representatives: 


D. C. HORNIBROOK 
E. L. HORNIBROOK 


Box 176 
Avondale Estates, Ga. 


LAWRENCE J. BALDWIN 
& SON 


306 Carondelet Bidg. 
New Orleans 12, La. 


STEEL & 


GF WRIGHT inreco 
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An Adams Cup for every pumping purpose trom tne shallow to 
the deepest wells. Selected hides, especially tanned and processed 
to suit each exact requirement. Any size hole at no extra cost. 
Special attention to odd size cups. 


ALSO MANUFACTURING A COMPLETE LINE OF 
KAYO, TIP-TOP and ADAMS 
Steel hand tools, cold chisels, punches, etc. 
Ask your jobber or write 


Cc. F. ADAMS, 


420 So. Loke S#. 


Inc. 
Fort Worth, Teras 


Dept. H 
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BRAIDED NYLON 
SURF or 
TROLLING LINE 


<a 


















Take advantage of customer preference with 
NOR-SURF! Packaged 6 50-yard connected 
spools 24, 27, 36, 45, 54, 63, 72 Ib. tests 
Permanent sand color This coreless, soft- 
braided Nylon Line has no objectionable stretch 

long life! Also on tubes of 400, 500, and 
1000 yards same Tests and quality! 


MORWICH. LINE COMPANY, INC. 


NORWICH, N.Y 
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UFKIN” 


"BETTER MEASURE WITH 





LUFKIN 
MEZURALL 


TAPE-RULES 


with the 
EXCLUSIVE 


CHROME-CLAD 


BLADES! 





EASY TO READ 


se 3 
_— MARKINGS 


OURABLE 





6 FAST-SELLING FEATURES 
MEAN MORE PROFITS — 
MORE SATISFIED CUSTOMERS 


@ Non-glare CHROME-CLAD Satin Finish Blades. 
@ CHROME-CLAD Finish will not crack, chip, peel, 
or corrode. 


@ Durable Black Markings on Chrome White Back- 
ground. 


@ Self-Adjusting Hook affords accurate Butt-End and 
Hook-Over Measuring. 


Replaceable Blades. 
. Inset Side Plates 


@ Smooth operation... 


@ improved Heavily Plated Case. . 
in attractive red and white. 


ONLY LUFKIN GIVES YOU ALL THIS POWERFUL PROMOTION 


The New Lufkin Mezurall — with the Exclusive 
CHROME-CLAD Blade — is being advertised to more 
than 40,000,000 reader-prospects in the Roto Sections 
of Leading Sunday Newspapers, Industrial Trade 
Papers, and other Consumer Publications. Lufkin 
MEZURALLS are “‘pre-sold” for you. 


Selling high quality Lufkin Mezuralls means 
greater profits. ... Call your jobber at once. 
Specify: 
C-926 CHROME-CLAD MEZURALL 6-ft 
C-928 CHROME-CLAD MEZURALL 8-ft. 


Descriptive 3-coler promotional mailing pieces available on request. 


etl [UF KIN PRECISION TOOLS 
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THE LUFKIN RULE CO. 


NEW YORK CITY + SAGINAW, MICHIGAN + BARRIE, ONTARIO 
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on one simple message: “The e: gine 
is the heart of a power mower. and 
the Jacobsen engine was designe: and 
built for one specialized job only— 
to power a lawn mower,” the manv- 
facturer announced. 






Famous 


VERI-LITE for Realism Explanation of the various details 
of engine operation is simple, so that 
‘ the prospective mower buyer is able 
© to get a comprehensive picture of 
Co Sold what makes a power mower tick, 
Vs even before the salesman says a word, 

it is claimed 


for Satisfaction 





PIII ITI rT 





the syzesss , 
of x Power Howes 


motor, while all other models offer 
choice of Briggs & Stratton or Clin- 


ICTOR Veri-lites bring . - _ pig tod ton gasoline engines. 
are light weight, perfectly balanced, lifelike Illustrated is the 21” Eversharp 
decoys that the duck hunter wants...and buys! Model 60 


Made of cellulose plastic, waterproof, equipped 
with anchor line swivel. A national advertising 
campaign in Field and Stream, Outdoor Life and 




















Sports Afield promotes interest that develops sales New Engine Display Piece 

of Victor Veri-lite Decoys. . 
Victor Veri-lite, Victor Wood, Victor Vac-Sta Offered by Jacobsen eeee 
and Victor Balsa Decoys are available in nine 

different species—can be quickly shipped from Jacobsen Mfg. Co., Racine, Wis., is > 

either of our two plants. Order from your focusing attention on its power mow- 

distributor now. er engines through a new nine-page, F 

fold-over counter display piece re- Shown here is the sales presenta- 4 

ANIMAL TRAP COMPANY OF AMERICA cently released to dealers and sales- tion folder recently issued by Jacob- ; 

Lititz, Pa. * Pascagoula, Miss. men. sen to feature engines in its line of “ 

The sales presentation concentrates power mowers. r 

ene Ba 

















DAKE HOG FEEDERS 
AND FOUNTS 

OAKES Hog Feeders and 
Fountsare profitable items 
for the dealer. See your 
OAKES jobber or 
write direct 

OAKES Mfg. Co 

Box 126-D 
Pipton, Ind 


PERF ECT ... for Profits 
NEW Edectric SAFE, 
PAINT REMOVER 


Removes paint from wood—flat, ‘ = 
curved or irregular surfaces. 4 























Ideal for laying linoleum and 
asphalt tile, removing putty ONE YEAR i, 
Made for continuous comfort- GUARANTEE ? 5 
able operation. Handle wil! not 
heat up. Unit, chrome plated . Compiete parts 
steel, operates on AC or DC Write Today replacement a 
| i ; ° i 
current, 110-120 V Heating sur For Profitable Electrical cord holds 10 bu 


face area 3'/."" x 5% UL approved 
Dealer Plan 


p ; C-74 Twin Cup Fount 
The B & L TOOL & MACHINE CO. Picinvitte® conn’ | ns holds 78 Gols. Also 

















| WANT HELP? 


Each issue of SOUTHERN HARDWARE gives you many articles WATER SYSTEMS e] 
of immediate and lasting value. Here are just a few of the ° PROSPECTS WANT 
outstanding ones that have recently proven profitable to readers: 


| EF abis " 
Maintaining a Prospect List i TO SELL LIFE-LOK 


Farm Equipment Financing 
i Controlling Trade-ins FEATURE 
i Selling Appliances to the Farm Market 


© SELF PRIMING 
© FULLY AUTOMATIC 


soa 


m0 





LIFE-LOK GIVES USERS UP TO 40 
more years of efficient water service— 
It's plus value you can demonstrate. Only 
DF BURKS has LIFE-LOK. 


If you are not already getting the benefit of this helpful read- 
ing—as a regular subscriber—send in your order today: $2.00 
for three years and worth the money many hundreds of times 














—— SOUTHERN HARDWARE t§ Write for BURKS DEALER Proposition. 
| 806 Peachtree St., N. E. Atlanta 5, Ga. DECATUR PUMP COMPANY 
Oe —_ ee 35 ELK ST. DECATUR 70, ILL. 
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